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Sentiment 


in Business 


‘Te anyone inclined to pooh 
pooh the power of senti- 
ment in business, the recent 
celebration of President’s Month 
in May by the agents of the 
Peoria Life must serve as a 
convincing demonstration 


The month of May was the 
eleventh annual observance by 
Peoria Life agents in honor of 
their popular president, Emmet 
C. May. On a quota of five 
million dollars, Mr. May's en- 
thusiastic friends produced a 
total of $7,573,431. Even the 
employees at the Home Office 
turned to and produced 154 ap- 
plications for nearly $200,000. 








Peoria Life 
Insurance Company 


Peoria, Illinois 


May is the one month in the 
year when Peoria Life agents 
work with the distinctly senti- 
mental motive of expressing re- 

ard and affection for a friend. 
t is interesting that May is 
invariably and by far the larg- 
est month in the Company’s 
calendar. 


President’s Month is an in- 
dex of the character of the 
Peoria Life organization: a 
friendly management in inti- 
mate touch with the needs of 
its agents, and intent always 
on serving them thoroughly 
and well; an Agency Force 
loyal, keen, enthusiastic, from 
whom you expect, once you 
know them, such successful 
performance as they displayed 
in President’s Month 





























THE HOME LIFE 


A Company of Opportunity 


In a recent letter to the Agency Force, Ethelbert 
Ide Low, President of this Company, said: 


“I am ambitious that this Com- 
pany shall not only give to its 
policyholders the ultimate in 
life insurance service, but that 
it shall be a good Company to 
work for. I want it to offer to 
the men and women associated 
with it the widest scope for the 
exercise and development of 
their abilities and the oppor- 
tunity to go just as far as those 
abilities and their ambition will 
carry them.” 


On Agency matters address: 


James A. Fulton 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 BROADWAY, NEW YORK CITY 














| ONE HUNDRED MILLION 


Insurance in Force 


THE COLUMBUS MUTUAL 


expects to reach this goal of all young companies early in 
August. 


The Company has operated under the original officers 
almost without change for nineten years. All business on 
our books has been placed there DIRECT BY OUR OWN 
AGENTS. No consolidations have been made with other 
companies. No pools have been entered into. NO RE- 
INSURANCE has been accepted. 


The Company, the Agency Contract, the Agency 
Service, the Policy Contracts and the cost of Insur- 
ance are EXCEPTIONAL. 


If you are seeking a connection and desire to work 
under ideal conditions come with us and help place the 
Second Hundred Million on our books. 














The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
C, W. Brandon, President D. E. Ball, Vice-President and Sec’y. 

















HARRY L. SEAY, aay 
Over $115,000,000 Insurance in Force 


Some very desirable territory still open in its home state—TEXAS. 
Mneggtians! opportunity for the right man in Tennessee, Minnesota and Indiana. 
¢ Southland’s agents receive wholehearted Home Office co-operation. 


For Information Address 
CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 





Connecticut General News 
Hartford, Conn. 








Income Settlements Maintain 
Friendly Contact for Years 


A widow, whose husband’s insurance 
was being paid to her as a life income, 
walked into a local agency one day and 
applied for $5,000 insurance for her son’s 
education. 


She said she’d been thankful many 
times for the income arrangement. 


Lump sum settlements frequently end 
all connection with the beneficiary. But 
an income settlement maintains the con- 
tact for years and establishes agent and 
company firmly as a family institution. 
Connecticut General Life Insurance 
Company, Hartford, Conn. 
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Agency Supervisor 


Wanted 


A well established company of 
the Middle West wants one or more 
capable life insurance men for 
work in the field, building up its 
agencies and developing their busi- 


ness. Prefer age 30 to 35. Abil- 


ity and energy are requisites. 


Are you the kind of man we 
want? Write us stating experience, 
references and age. 


Address B-55 


Care of National Underwriter 

















W. L. MOODY, JR W. L. MOODY, Ill 

President fice President 
SHEARN MOODY T. L. CROSS 

Vice President Vice President 


AMERICAN NATIONAL INSURANCE COMPANY 


HOME OFFICE: 
GALVESTON, TEXAS 
$423,968,907.00 INSURANCE IN FORCE 
We Have Openings for Live Men in 

Michigan Tennessee 
Minnesota Texas 
Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 
Liberal First Year and Renewal Commissions 
Up to Date Policies—Non Medical—Group and 
Special Low Premium Plans Offering 
Mew and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 


California 
Colorado 
Georgia 























Fifteen Thousand 
Opportunities 


“Sales Promotion Division, 
\gency Dept., 

Union Central Life Ins. Co., 
Cincinnati, Ohio: 

“On Monday Mr. A. H. H. re- 
ceived the booklet ‘How I Solved 
the Life Insurance Problem.’ 
Monday night he read the book 
let carefully. Tuesday morning 
he came into our office and took 
out an additional $5,000 .policy.” 


This letter from one of our Texas 
agents is one of many similar communi- 
cations we have received during the last 
two months, telling of actual results 
from the Union Central’s 1927 circulari- 
zation campaign among old _ policy- 
holders. 


Two hundred, sixty thousand Union 
Central policyholders were circularized 
with a letter offering one of our new 
booklets. Fifteen thousand replies were 
received and more are coming in every 
day. 

While the chief purpose was to offer 
service to our policyholders, our agents 
have followed up these fifteen thousand 
leads with astonishing success in writ- 
ing new business. 

—Just one more of the Home Office 
enterprises which help swell the 
monthly commission check for Union 
Central agents. 


eeeeeneneeeenceeas 


The Union Central Life 


Insurance Company 
CINCINNATI 


JOHN D. SAGE, 


Founded 1867 President 
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Facts and Figures 


A letter from our President to Company policyholders was included in our 
annual statement of December 31, 1926. It said in part: 


“The pleasing causes for your Company’s \n enlarged and improved agency force; 
splendid condition as reflected by the state- 


ment within are: 


An extension of territory ; 


oie Be , New business at a steadily increasing 
\ good saving in mortality; rate 


A net interest rate of 5 7/10% on all “Your Company steadily goes forward in 
assets ; every feature and department and its future 
A decreased expense rate; is very bright.” 

The financial statement was very impressive. It showed a $4,602,538.63 
gain of admitted assets during 1926 and a $650,000 gain, during that period, in 
surplus to policyholders. 

On December 31, 1926, our assets totalled $35,841,807.60 and we had 
passed the difficult 1926 goal of “300 Millions In lorce Before 1927.” 

Because the $2,500,000 of capital and surplus (not including dividends set 
aside for policyholders) affords a wide margin of safety, agents and policy 
holders are well assured of their Company’s bright future. 

We have some excellent openings for agents and give liberal renewal con- 


tracts. If you would like to know more about what we have to offer you, 
write direct to: Agency Department, Jefferson Standard, Greensboro, N.C. 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


JULIAN PRICE, GREENSBORO, 


President North Carolina 


Over 300 Millions In Force 








: 


: 





THE SECURITY LIFE INSURANCE CO. OF AMERICA 


O. W. JOHNSON, PRESIDENT 


WITH 
II, a eo cee ae abes daeukeeksasbine’ Over Fifty Million 
SEED 4s tpl ddeankadsdtidnstsinbiwbeadialcisnndtcda <éet Over Six Million 
AND THAT HAS 
Paid Policyholders since organization. ......................0-- Five Million 


WANTS—General Agents and Managers in 17 states 
Contract—Commissions or commissions and expense allowance 


Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, III. 




















George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 
presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 
The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
Address 
ERNEST C. MILAIR, Vice-President and Secretary 
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PROVIDENT BUILDING 


Forty Years Old 
This Year 


Such is the Provident. 
Founded in 1887, every 
passing year has contrib- 
uted its rich seasoning of 
experience to the greater 
usefulness of this old, re- 
liable company. 


And Yet— 


today, with an operation 
that is national in scope, 
with more than 250,000 
policyholders and with 
stability, prestige and in- 
fluence firmly established, 
the Provident is forging 
forward with all the vigor 
and vision of eternal youth. 


The PROVIDENT writes 


Ordinary Life Insurance 
and Accident and Health 
Insurance on the Commer- 
cial, Monthly Premium and 
Pay Order Plans. 


General Agency Openings 
in 


Towa 
Illinois 
Indiana 
Ohio 

and 
Pennsylvania 


Write today for particu- 
lars about our liberal 
agency contracts. 


FeeDROVIDENT LIFE 


and ACCIDENT INSURANCE 


~ COMPANY 
of ( hattanooga, Tenn 


1S 87 ronnie year 1927 
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OPPORTUNITIES 


WITH 


INDIANAPOLIS LIFE 
INSURANCE COMPANY 


INDIANA, ILLINOIS, TEXAS, OHIO, 
IOWA, MICHIGAN, MINNESOTA, 
and FLORIDA 


Company twenty-two years old. Purely Mutual. Low Initial 
Premiums and Large Annual Dividends, with a splendid record 
of Low Net Cost, and all around good service to Policyholders, 
comparing favorably with any Company. 

Actual History of Policy issued by the Indianapolis Life Insur- 
ance Company, November 17, 1905—Age 30, $10,000.00 
Ordinary Life. 


GROSS ANNUAL NET 


PREMIUM DIVIDEND PREMIUM 
a $226.00 er $226.00 
Sr 226.00 $44.50 181.50 
Prey 226.00 45.40 180.60 
Fee 226.00 46.00 180.00 
. ee 226.00 47.00 179.00 
. 2. 226.00 47.50 178.50 
a Fae 226.00 47.80 178.20 
BGS 226.00 48.50 177.50 
ae 226.00 49.50 176.50 
ae 226.00 50.56 175.50 


1915... 226.00 Reg.Div. 51.50 129.30 
Extra Div. 45.26 


le 226.00 52.86 173.20 
eG ewews 226.00 53.90 172.10 
eae 226.00 55.20 170.80 
ase 226.00 cial 226.00 
.. ee 226.00 51.99 174.10 
. es 226.00 63.40 162.60 
enters 226.00 65.80 160.20 
are 226.00 Reg. Div. 68.30 144.00 


Extra 20% 13.70 
ee 226.00 84.50 141.50 
1925 ...... 226.00 86.60 139.40 
aaa 226.00 88.70 137.30 
aa 226.00 Reg. Div. 90.80 117.04 
Extra 20% 18.16 


Best’s Insurance Reports for 1926 

“The Company is mutual, and is controlled by its policyholders. From 
the inception of the Company, its methods of management have at all 
times merited commendation. The Company has had a moderate, steady 
growth. The ratio of net resources to liabilities ts sufficient The ex 
pense of management and the cost of new business is moderatel 
The mortality rate is very favorable. Its investments are well sel 
consisting mainly of mortgage loans on real estate, and yield an ex 
cellent return. Its actuarial methods are sound. Death claims are 
promptly paid. The substantial dividends paid policyholders render the 
net cost of Insurance low.” 


vy low 


} 
cted 


If you are ambitious and want a chance to show your ability, and 
establish a permanent connection with the hearty cooperation and all 
the help possible from the Home Office, write, setting out the facts 
about what you have done, and give your references, after which time 
a personal interview will be arranged. 


Frank P. Manly, Joe C. Caperton, 
President. 2nd Vice-Pres. & Agency Mer. 


July 29, 1927 LIFE INSURANCE EDITION 3 


(a em 


AGENCY MANAGERS 
Wanted 


For 


DETROIT 


For 


CLEVELAND 


WO splendid opportunities for 
y ese right men to secure posi- 
tions as Agency Managers for 
a large Mid-West Life Insurance 
Company in either Detroit, Michi- 
gan, or Cleveland, Ohio. 


They must be competent, ambitious, 
and able to lead and handle men. 


Company Cooperation — Participat- 
ing and Non-Participating — Group 
and Juvenile—Liberal sub-standard 


service. 


Only men of character need apply. 
Give complete history and reference 
when answering. All negotiations 


strictly confidential. 


If interested, write Box B-54, care 
The National Underwriter, 1362 In- 
surance Exchange, Chicago, IIl. 
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TWENTY YEARS 
and the 


CONFIDENCE of 
POLICYHOLDERS 


assure 














Will you know when you have | Write for 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 


| “FOURTEEN POINTS” 


found the opportum ty your A. M. Hopkins, Mar. of Agencies 


ambition demands? 


PHILADELPHIA LIFE 
| INSURANCE COMPANY 


Old enough to be soundly established, 111 North Broad Street 


yet young enough to afford the valuable 
| advantage of “growing up with the Com- 
pany,” The Franklin offers the field man 
| a golden opportunity to expand to the | 
limit of his ability. The Company has | ceunity to Keen men of 
| open territory in nineteen states; a com- | contract and General Agency con- 
plete line of policies that compare with 
the best policies of any company; a rec- 
ord of conservative financial manage- 
_ ment combined with aggressive field 
| expansion; and— —has trebled in size 
| in the last ten years. 
| On January 1, 1927, the insurance 
| 


in force was $191,560,326.00. 





YOUR OPPORTUNITY 


| 
| 
| 
A rapidly growing company, on a 
rock bottom foundation, is offering 
for a short pas. an unusual op- 
portunity to keen men of organizing 
contract and General Agency con- 
tracts give you the opportunity you 
have been looking for. This com- 
pany has openings in Missouri, 
Iowa, Illinois and Minnesota. As- 
surance of integrity and recommen- 
dations required. Give full history 
of past and present avocations in 
first letter. If possible, forward 
recent photograph. All correspond- 
ence will be held in strict confi- 
dence. All contracts will be person- 
aliy supervised by President. Ad- 
dress Lock Box 320, Lincoln, 
Nebraska. 


2OSCCCODO O00 CLCCCOCCROROCS. 
WHAT’S AHEAD? 


That question is in the mind of every am- 








The Franklin Life Insurance Company Ml de eqower deen cot coplals, fb will gar 30s 


Springfield, Illinois 


to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance in force. 
SS More than 36,000 “ty leads a raed 














from Head Office lead 
THE FIDELITY MUTUAL we 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 























SERVICE 


WE CAN MAK 


St. Paul 


Cc. D. MAC LAREN 
President 





is our plan for the building 


WE KNOW YOUR PROBLEMS; THEREFORE 


MODERN LIFE 


INSURANCE COMPANY 


and CO-OPERATION 








of this Company. 


E IT PROFITABLE TO YOU 


If you are looking for 
an agency connection 
write 


of Minnesota 


Minnesota 


M. A. NATION 








Vice President and General Manager 








Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a-fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 














Organised 1845 
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You Can Sell 


Continental policies because they cover all 
lines of modern life insurance, including 


Participating 
199 Non-Participating 

Non-Medical 
E New Policies for Children on Annual Dividend Basis 
y Business Policies— 


i ee ee ee ee i ee ee ee ee ee ee, ee ee 





Ing ness executives. 

= Continental Life Insurance Co. As the officers and directors of an organization are a good guide to 

- Satan Rael the integrity and the competency of that company we are proud to 
* amt Louis submit the names and affiliations of the officers of the Citizens 


President—J. G. BARDILL, former State Second Vice-President—NEAL K. BOND, 
- Merchant and director of Third National 
Scnator and Vice-President, State & Bank, Mt. Vernon, Ill 
a Trust Bank of Highland, Ill Treasurer — GEORGE N. GUNDLACH. 
a taal Co-Owner of the Gundlach Grain Drill 


7 I ] First Vice-President — E. N. MICHAEL, a - aRORGE 
] a : 4 . Secretary anc enera anager—GE c 
hink t Over! Preside nt Michael Lumber & _ Hardware KABURECK, formerly Vice-President 
. » Co., and Vice-President Troy State Bank and Field Manager of the National Pro- 
— The Summer is here, vacations are close by and of St. Jacob, II tective Life 





Low rate Non-Par; Preferred Risk Annual Dividend 
Sub-Standard 


Accident & Health 
Group 
Salary Savings 


Disability Benefits, Dismemberment Benefits, Major Sur- 
gical Operation Benefits, Double Indemnity. 


Age Limits Birth to 65, Full Insurance Benefits from 
Age 5. 


All Non-Participating Life and Endowment Policies may 
be exchanged for annual dividend policies at end of 
twenty years without additional cost. 


Favorable Rate of Interest allowed on trust funds and 
instalment settlements. 


We have openings for General Agents 
at various points in our 306 states. 


Write us frankly what territory vou would like, 
and we will let you know whether it is open 


Agency Department 


Edmund P. Melson, President 














consideration of business changes is deferred until 
the Fall. This gives you ample time in which to weigh 
the advantages of life insurance salesmanship as against 
the salaried position in office or shop,—to contrast out- 
doors with indoors, freedom with timeclock, income limited 
only by your industry and intelligence with income fixed 
by the market price for clerical labor, mental broadening 
with mental stagnation, business prestige with business 
submission. Consider these things carefully during the 
Summer months, and make up your mind that when Fall 
comes you will enter the larger life. 

The PENN MUTUAL welcomes men and women who 
have ideals, are ambitious, and, above all, who are indus- 
trious. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 
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(ly! ILLINOIS AGENTS | 
Che Citizens National 


N the fourth floor of the Metropolitan Building in East St. 


Louis, the home office of a new life insurance company is 
now established. 





This new company may hold the key to successful life insurance 
selling in Illinois for you. It is an Illinois company for Illinois 
agents. Its name is the Citizens National Life Insurance Company. 


What the Citizens National Life 
Has to Offer You 


To men who are desirous of making life insurance their vocation, 
the Citizens National Life offers an attractive agency contract and 
a line of life insurance policies designed to meet every possible need. 


A New Policy You Can Sell 


The feature policy of this company known as the Charter Policy 
is issued under special authority granted to the Citizens National 
Life under its charter from the State of Illinois. This policy will 
close many an otherwise hopeless case. 


A Company Worthy of Confidence 


The Citizens National Life is new only in its organization. For 
the men who are at the helm and those responsible for its inceptior 
are either seasoned insurance men or successful and respected busi- 


National Life. 


Mfg. Co., Belleville, Ill 








We should like to explain 
to every man interested in 
a life insurance connec- 
tion who is not at present INSURA ‘ 
affiliated with any life in- , 
surance organization, just Z , 
SELLING 
IN 


how the Citizens National 
ILLINOIS 


THE KEY TO 









can supply the key to suc- 
cessful life insurance sell- 
ing in Illinois. Write 
George Kabureck, general 
manager, for complete in- 
formation. 


MAMET FAATAY 


NATIONAL LIFE INSURANCE CO. East St.Louts ILL. 



































The A & H Review ssxtnnmmnsin? | Qe etal oay 








ase cae 


> 


tok fa tetiedindendndeeene ee tee 


6 


July 29, 1927 


THE NATIONAL UNDERWRITER 








MSIE wt 
Shwe che! 
rarer tty 
wud: 
ai sue’ 

















in Management 
..... reflects Tom Wise, les the 
center of power of any business 


OM WISE knows that the management of an office. He knows how much that reputation means 
i tation determines its health, its character, in the matter of decreasing selling resistance, of 
its vitality, its destiny. The quality of the manage- combatting competition, of building a clientele. 
ment determines the quality of the results pro- 
duced by every subsidiary force. In other words, 
he knows that weakness in the management of a 
life insurance company causes weakness in the re- world. 





He wants to be sure that the management of his 
company is sound and is so regarded by all the 
He wants to know that it is establishing 


sults produced by its agents, however great the 
strength of individual agents may be. 


\nd Wise, who is committed heart and soul to the 
insurance business, wants to be sure that his sin- 
cere efforts will not be handicapped in the last 
analysis by flaws in the management of his com- 
pany. 


He knows that his prestige in the field is dependent 
upon the reputation of the management of the home 


precepts and rules which will faithfully guide all 
operations and activities of the institution and those 
connected with it. He wants to know that it is 
giving to him, as an agent, the benefit of the best 
ideals and experience and information and motives 
in the insurance world. He wants to know that the 
foresight of the management insures the position of 
his company not only abreast of the times, but 
ahead of the times, blazing a trail and lighting the 
way for others. 


INTER-SOUTHERN LIFE INSURANCE CoO. 


CAREY G. ARNETT, President 


Capital, Surplus and Reserve for the Protection of Policyholders - - - - = 


Home Offices, Louisville, Ky. 
- $13,563,462.03 
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COMPANY NOT BOUGHT 
FOR A SPECULATION 


R. C. Toombs Tells Why He Pur- 
chased Control of the 
International Life 


WILL MAKE FEW CHANGES 


Will Be Linked Up With the Invest- 
ment Service of Toombs & Daily 
of Chicago 


R. C. Toombs of Toombs & Daily of 
Chicago, the investment house, who has 
acquired the controlling interest in the 
holding company of the International 
Life of St. Louis, commutes between 
Chicago and St. going down 
every week and spending a couple of 
days at the head office getting in touch 
with the organization. Mr. Toombs 
makes it very plain that in purchasing 
the control he was not moved by any 
speculative impulse. He desired to have 
an interest in a life insurance company 
so that he could link up his investment 
system with a life company owned by 
the people who are associated with him. 


Louis, 


Contemplates Few Changes 


Mr. Toombs was asked whether there 
would be any changes at the home office. 
He stated that changes would come 
gradually, but that so far as the working 
force, heads of departments and many 
oficials were concerned, no change 
would be made. 

Mr. Toombs as the head of an invest- 
ment service naturally has a_ strong 
sales impulse and undoubtedly the 
agency department of the International 
Life will be liberalized. Mr. Toombs 
declares that W. F. Grantges, the head 
of the agency department, is well quali- 
fied for the job and is doing a splendid 
piece of work. He said that he desired 
the whole organization of the Interna- 
tional Life, both in the office and field 
to appreciate the fact that he was not at 
all interested in buying a life insurance 
company to sell later on. 

Mr. Toombs is a comparatively young 
man and has been perfecting his life 
insurance and investment service for a 
long time. Out in Kansas, from whence 
he went to Chicago, he sold insurance 
tor the Travelers. He has been what 
might be called a lay student of the 
business ever since. He states that 
through his investment service about 
$1,000,000 was being paid to a life com- 
pany every year and he felt that he might 
as well get the benefit of the life insur- 
ince premiums. Toombs & Daily are a 
conservative investment house. 

The Toombs & Daily system of in- 
vesting, or the “T & D Plan,” as it is 
called, is a somewhat different combi- 
nation of insurance and investment. It 





COL. LINDBERGH SECURES 


INSURANCE COVERAGE | 


ARRANGES FOR HIS FLIGHT 


United States Life Takes $25,000 Lia- | 


bility and Other Indemnity Secured 
from Independence Companies 


NEW YORK, July 27.—A policy for 


$25,000 has been issued by the United 
States Life to Col. Charles A. Lind- 
bergh covering the three months in 


which he will be flying in each of the 
states. The policy secured at the re- 
quest of Harry Guggenheim, president 
of the Daniel Guggenheim Fund for 
Promotion of Aeronautics through the 
brokerage firm of Veich, Shaw & Rem- 
sen of this city. It calls for a premium 
of $598.25. Lindberg’s mother is named 
as beneficiary. 

The famous plane, “Spirit of St. 
Louis,” which the colonel will use in his 
flights has been covered by liability, 
property damage and fire insurance. The 
first two forms of protection being 
written by the Independence Indemnity 
and the fire hazard assumed by its run- 
ning mate, the Independence Fire. The 
public liability limits are $10,000-$100,- 
000. The property damage is $10,000 
and fire cover $15,000. The casualty 
and fire features were effected through 
Barber & Baldwin, agents for the In- 
dependence companies and specialists in 
aviation insurance. 

An effort will be made, 
to secure adequate life 


it is reported, 
insurance for 


Commander Richard E. Byrd, Lieut. 
George Noville, Bernt Balchen and 
Floyd Bennett during their proposed 


flight to the South Pale. 


weekly installments of $10 are paid into 
the system until the full amount is paid 
by the end of the year. The savings go 
into the purchase of a bond under the 
direction of the Toombs & Daily System 
and in addition a life insurance policy 
for $1,000 is purchased. 

This immediately creates an estate of 
$1,500 and under the plan this estate is 
permanently maintained without addi- 


tional cost, the income from the bond | 
paying the premium on this insurance | 


policy. The second year, if the plan is 
still in operation, the estate 
an additional bond and additional policy 
being purchased. In the third year the 
purchase of another bond and policy 
brings the total to $7,500. The plan can 
be carried as long as desired, depending 
on the insurability of the policyholder, 
and in whatever amount is desired. For 
those who do not wish to take out even 
the $500 contract, there is a junior sys- 
tem by which $5 a week or $20 a month 


may be deposited and result in either the | 


purchase of one-half the estate or the 


purchase of the same estate in a period | 


twice as long as the customary plan. 
The rate schedule quoted by the T & D 
System for $500 bonds and $1,000 insur- 
ance is as follows: 





ss Age Rate Age Rate Age Rate 
s designed to create estates and can] 21 $43.84 : 39 $45.60 
be arranged in varying amounts, ac- ss . ts a 31 4 c. ve 
cording to the desires of the buyer. The} 54°°'° 44:03 3: 42... 46.10 
plan is an annual savings account, each | 25.... 44.10 34 4 43 46.29 
vear complete of itself. If $500 is taken 26 ag oS---> Sees ae: + 
as the unit, either $500 is set up in one ' 5g°""" 44°34 37 * 45.31 sa 
sum or monthly installment of $40 or] 29.... 44.42 38.... 45.45 


is doubled, | 


| PREMIUM RATES ON 
AVIATORS ARE RAISED 


‘NORTHWESTERN MUTUAL 
AGENTS IN CONVENTION 


JOHN HANCOCK MAKES CHANGE | 


Practice of Companies Lacks Uniform- 
ity—Experience on Risks 
Is Limited 


Extra premium rates on aviators have 
been increased by the John Hancock 
Life to $25 per $1,000, and it is also pro- 
vided under the new rule that prem- 
iums may not be collected in advance 
on any risk known to be an aviator or 
planning to become one, the use of bind- 
ing receipts on such cases being for- 
bidden. For most aviation risks the 
| limit on one life is $10,000. This may 
| be increased in special cases after ap- 
proval by the company. The insurance 
is to be issued only on the life endow- 
ment plans, without disability or double 
|indemnity features. The company’s 
lagents are instructed to “decline con- 
| sideration of operators or pilots, testers, 
| helpers, mechanicians on newly assem- 
bled planes, unlicensed pilots, stunt 
flyers, commercial advertisers, sky writ- 
ers, operators, owners, pilots, assistants 
on planes used at beaches, public parks, 
county fairs and all operators of motion 
picture planes.” 

Lack of uniformity in covering the 
lives of aviators is made plain by ex- 
amination of the practices of a number of 
companies. The Travelers issues to per- 
sons engaged in aviation only one form 
|} of policy, a 1-year non-renewable term 
policy limited to $5,000 without dis- 
ability or double indemnity, rated at the 
regular first year premium for the 1- 
ear renewable term policy plus an extra 
rate varying from $50 to $90 per thou 
sand. Stunt and exhibition fliers are 





$2,500. It issues most of its forms to 
this amount, but rates them up accord 
ing to the hazards of individual cases 


who are engaged in or expecting to en- 
gage in the government air service. The 
| maximum coverage is $10,000 and an 
| extra premium of $25 per thousand is 
| 





charged. Several of this company’s poli- 
cies are not available to aviators. 


| QUOTAS MET AND EXCEEDED 


| Forty-three Bankers Life of Iowa 
Agencies Produce Big Volumes 
of Paid-for Business 


Bankers Life of Iowa 
agencies, more than two-thirds of the 
|company’s total, registered productions 
equaling or exceeding their quotas. 

| The W. H. Forestelle agency at To- 
ledo, O., led all other agencies and 
scored 416 percent. In addition, the 
Toledo agency led the other agencies 
lof Group 2, District 1, of the Bankers 
| Life territory for the sixth consecutive 
time this year. 

The Detroit agency was second 
lamong all agencies with 381.3 percent. 
The New York agency was third, with 
a paid-for production of $928,000 and a 
percentage of 381.3. The Ottumwa, Ia., 
Elgin, Ill, Quincy, IL, Lincoln, Neb., 
Tulsa, Okla., Seattle, and Salt Lake City 
agencies were all leaders in their re- 
spective groups. 


In June 43 


excluded. The New York Life limit is | 


The Prudential writes only those fliers | 


Annual Gathering at Milwaukee 
of Agency Organization 
This Week 


NEW OFFICERS ELECTED 


Poindexter Heads General Agents’ As- 
sociation and Copeland the Special 
and District Agents’ Body 


MILWAUKEE, July 27.- 
nual meeting of the Association of 
Agents of the Northwestern Mutual Life 
at the home office in Milwaukee this 
week started off with an attendance of 
about 700 agents which was swelled to 
nearly 1,000 by Tuesday. Clifford L. 
McMillen, president of the Association 
of Agents, called the first business ses- 
sion to order Monday morning and after 
|the invocation, President W. D. Van 
Dyke was received with a tremendous 
ovation by the agents. He was escorted 
to the platform by R. H. Hobart of Chi- 
cago, president of the General Agents’ 
Association, and I. B. Eberhardt of Chi- 
cago, president of the Special & Dis- 
trict Agents’ Association, 


The an- 


President Van Dyke Spoke 


President Van Dyke extended a most 
hearty welcome to the old and new 
agents, and paid a tribute to those who 
have passed away during the last year. 
Mr. Van Dyke cited the notable growth 
of the company in the past 50 years with 
| the following figures: Policies in force, 
| 36,456 in 1877, and 928,857 in 1927; insur- 
jance in force, $67,493,191 in 1877 and 
| $3,303,841,471 in 1927; assets, $18,062,- 
| 825 in 1877 and $728,766,311 in 1927. He 
then joined in the general theme of the 
convention, “Intelligent Increased Pro- 
duction,” by urging this result with the 
past record in mind. Mr. McMillen re- 
sponded to Mr. Van Dyke's greeting 
on behalf of the agents and the morn- 
ing session closed with the keynote 
address by Flavel Wright, general 
agent at St. Louis, on the convention 
theme, 

Announce Air Service 


President Van Dyke announced that 
under the slogan of the gathering and 
the agents’ association, “Intelligent In- 
| creased Production,” a resolution has 
| been unanimously adopted by the insur- 
ance and agency committee, as follows 
| “Resolved, that appreciating the de- 
sirability of rapid delivery of our poli- 
cies and to expedite such deliveries, the 
company hereby adopts an extended use 
| of the air mail and recommends and en- 
dorses the prompt adoption of some form 
of code release of policies, the details 
of which are to be promptly worked 
out.” 

The community singing 
featured at the morning session, led by 
Frederick W. Carberry, noted song 
leader of Milwaukee, was regarded as 
one of the best features which has ever 

(CONTINUED ON PAGE 10) 
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ANNOUNCE MORE SPEAKERS | 
FOR MEMPHIS CONVENTION 


LINE UP NOTABLE PROGRAM 


Linton, Hall, Mershon and Shuff Added 
to List of Those Who Will 
Address Life Underwriters 


Paul F. Clark of Boston, chairman of 
the program committee for the conven- 
tion of the National Association of Life 
Underwriters to be held in Memphis in 
October, announces a number of new 
features for the program, in addition to 
the preliminary announcement made in 
this paper recently. 

M. Albert Linton, vice-president of 
the Provident Mutual Life, has accepted 
an invitation to speak on “Life Insur- 
ance as an Investment” Thursday morn- 
ing, Oct. 13. Tressler W. Callahan, 
manager of the department of education 
for the John Hancock Mutual Life, will 
also speak Thursday, his subject being 
“A Program of Life Insurance Protec- 
tion.” On the same day J. Elliott Hall 
of the Penn Mutual in New York will 
speak on “Income Insurance.” 

“Life Insurance from the Trust Com- 
pany Point of View” will be the title of 
an address given by Leroy A. Mershon, 
manager of the trust company division 
of the American Bankers Association, on 
Friday morning. 

John L. Shuff, manager of the home 
office general agency of the Union Cen- 
tral at Cincinnati and a former president 
of the National Association, has agreed 
to talk on the investment side of life in- 
surance. Other speakers and features 
will be announced by Mr. Clark as soon 
as they are closed. 

A unique feature of the convention, 
according to Secretary Everett M. En- 
sign, will be a round table conference of 
all $1,000,000 producers in the country, 
each of whom will receive a special invi- 
tation to attend. No one will be granted 
a seat at the round table, at which a 
series of informal discussions will be 
held, unless his production figures last 
year or this year exceed the million 
mark. 

This new feature is being included in 
the Memphis program because of a feel- 
ing that in past conventions scanty at- 
tention has been paid to matters of in- 
terest to phenomenal producers. The 
programs of previous conventions have 
been built almost exclusively around the 
average agent, whose interests are not 
necessarily those of the phenomenal 
producer, who has his own individual 
problems. The millionaires of the pro- 
fession have been conspicuous by their 
absence on such occasions. 


May Be Permanent Feature 


It is hoped that the round table dis- 
cussions will result in a profitable ex- 
change of ideas among the participants 
and also benefit the average agent by 
showing him how the topnotchers suc- 
ceed by applying modern ideas and 
methods to their business. If success- 
ful, the round table will be made a per- 
manent feature in all future convention 
programs. 

Roger B. Hull, the new managing di- 
rector and general counsel of the Asso- 
ciation, which is the official title that has 
been given him, will assume his duties 
here on Aug. 1 at national headquarters, 
sharing the offices now occupied by 
Executive Secretary Everett M. Ensign 
and his staff. Mr. Hull steadfastly de- 
clines to make any comment on his im- 
mediate plans. 





Will Get Agency Man 


The Great States Life of Blooming- 
ton, Ill, will arrange to extend its op- 
erations to other states as soon as it is 
possible to do so. Elias W. Rolley, 
the actuary, says the company plans to 
do a gradual business. It is now seek- 
ing an agency director. The company 
is organized on the mutual plan. 





PRUDENTIAL WOULD VOID 


POLICY OF RUTH SNYDER 


COMPLAINT IS CONTESTED 
Counsel for Prisoner Holds Incontesta- 
bility Clause Applies to Hold 
Contract Valid 


28.—Mrs. 
of the 


NEW YORK, July 
Snyder, now an occupant 
house at Sing Sing along 
Gray for the murder of her husband, 
Albert Snyder, filed papers 
counsel in the supreme court here last 
week asking dismissal of the suit of the 
Prudential, which is seeking to cancel 
two policies on the life of her husband. 
One is for $5,000 and the other for $45,- 


death 


000, the latter carrying the double in- 
demnity feature. 
The Prudential contends that Snyder 


either did not sign the application for 
the policies or that the application was 
procured without his knowledge or his 
intention of applying for insurance. As 
Snyder paid no premium personally and 
never received the policies, it is asserted 
that he did not know of their existence. 
As these alleged facts were not known 
until after his death, this is set forth as 


the reason why the transaction is now 
repudiated. The first step taken in the 
suit was on June 6 when the company 


tendered premium payments of $1,652 on 
these policies to Mrs. Snyder, who re- 
jected them. 

Contest the Action 


Furthermore, the company declares 
that no proof of death has been made 
and no claim for payment presented and 
asks an injunction restraining Mrs. 
Snyder from transferring or disposing of 
the policies and an order compelling her 
to return them for cancellation. 

In moving a dismissal of the com- 
‘“nv’s complaint, counsel for Mrs. Snv- 
der contended that no basis for equitable 
relief is shown by the company and that 
the sole question is one of law, for 
which reason a court of equity should 
reject the action. They also declare that, 
as the policies had been in force over 
a year at the time of the murder, they 
are protected by the _ incontestability 
clause, making cancellation possible only 
on the grounds of non-payment of pre- 
miums or misstatement of the age of 
the insured. 

The motion to dismiss the complaint 
of the Prudential will be heard here 
some time this week by Justice Crain. 

Henry Judd Gray, Mrs. 
and accomplice, who is also at Sing 
Sing under sentence of death, is keeping 
up his premiums on his life 
according to information here. It is 
said to amount to approximately $15,000 


Correct Figures for State Mutual 


The State Mutual Life figures for the 
first six months were incorrectly given 
in a recent issue of THe NATIONAL 
UNDERWRITER, the correct — vear total 
of paid business being $35,336,810 for 
1927 and $33,035,636 for 1926. The fig- 
ures given for 1926 were incorrect, so 
that a decrease was shown, whereas the 
company actually enjoyed an increase of 
over $2,300,000. 


Pioneered in Insurance Training 


News of the death last week of Arthur 
A. maaan president of Carnegie 
Institute, was feceived with great regret 


by life insurance educators, because of 
the notable advance in life insurance 
training which has resulted from the 


establishment of a life insurance train- 
ing course at the Pittsburgh 
few years ago. It was virtually 
pioneer in such work and the method 
developed there under such men as Dr. 
John A. Stevenson, Griffin M. Lovelace 
and Dr. Charles J. Rockwell formed the 
basis for practically all of the training 
courses of a similar character which 
have developed since that time in vari- 
ous other educational institutions. 
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‘| VICTORY LIFE AGENTS 
CONVENE IN CHICAGO 





GREAT GAIN IN BUSINESS 


Widespread Interest Shown Since Com- 

| 

| pany’s Entrance Into New 
York This Year 


Overton greeted 
Life at the 
annual 


President Anthony 
|the agents of the Victory 
opening meeting of company’s 


agency convention whici: is being held 
in Chicago. Secretary V. D. Johnston 
|} announced that the volume of business 
; had increased 58 percent the first six 
;months. Business in force June 30, 
1927, was $5,545,223, compared with 
$3,492,296 Jan. 1. Mr. Johnston said 


that there had been widespread interest 
in the company on account of its en- 
trance into New York. The Victory 
Life has also entered Indiana and Vir- 
ginia since the first of the year. 


Increases Capital and Surplus 


Mr. Johnston informed the agents that 
the company has increased its capital 
stock and surplus until now it has over 
1,000 stockholders, all of whom are Ne- 
groes. The Victory Life is making an 
attempt, according to Mr. Johnston, to 
| grade the cost of its policies so that the 
| man whose occupation and mode of liv- 
|ing favor long livelihood will get a 
| lower rate than a man that lives and 
works under unfavorable conditions. 


General Agents Speak 


G. R. Whitney, 
cago, was chairman of 
session. J. E. Stamps, 
agencies, made a few comments. W. H. 
Holloway, general agent, New Jersey, 
in telling why he chose life insurance 
as a business, said that it was “not only 
because of the good livelihood but be- 
cause of the great good accomplished.” 
Mr. Holloway also spoke of the prog- 
ress of the company in New Jersey. 

“In this business you can give to the 
world the best in you,” D. N. Yearwood, 


general agent, Chi- 
the afternoon 
manager of 


an agent from New York City, told the 
audience in his speech on “Why I Am 


Life Insurance Business.” 


in the 


Doctors Speak on Cooperation 


Several of the company doctors spoke 
on cooperation with the medical depart- 


|ment. They explained why it was 
| necessary that they reject some of the 
applicants and that the agent should 


not feel it as a personal reflection. In 
the discussion which followed this sub- 
ject one agent pointed out the advan- 
| tage of the agent going with the doctor 
to introduce him to the applicants. It 
was also recommended that the doctor 
say something to the applicant such as 
“T want to congratulate you on taking 
out life insurance.” 
Darby A. Day Spoke 


A. Day, 
Central 


Chicago manager of 


Darby 
Life, addressed the 


the Union 


convention Wednesday. He stated that 
when he was Chicago manager of the 
Mutual Life of New York, President 
Anthony Overton of the Victory Life 


took $100,000 life insurance through his 
agency and later his son and daughter 
were insured through the agency. 

In speaking of life insurance work 
Mr. Day pointed out its value as an 
occupation from the standpoint of con- 
tributing much to human kind and its 
compensation from a_ remunerative 


basis. He said that agents who are 
working energetically and intelligently 
are earning excellent incomes. Mr. Day 


| pointed out that in other professions a 
| long period of preparation is necessary, 
but in life insurance a man can take 
some preliminary training and soon be 
| able to earn a handsome income. 


Life Insurance Statistics 


He said that 49 percent of the people 
| in the country now carry life insurance. 
| There has been an increase of 210 per- 
| cent in insurance in force in the last ten 
| years. Mr. Day asserted that 3 percent 
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COMPANY HAS REACHED 
HALF BILLION MARK 


LIFE ANNUITY SALES INCREASE 


Phoenix Mutual Life Approached That 
at Midyear—lInteresting Fea- 
tures Are Reported 


The statement of the Phoenix Mytua!l 
Life covering the first six months of the 
year shows that the insurance in force 
has almost reached the half billion mark, 
with an actual total of $494,000,000. As- 
sets are $107,000,000, a substantial in- 
crease. Premium income for the half 
year was $9,012,612, an increase of 13 
percent over the corresponding period 
in 1926. The statement of the company 
shows a number of interesting develop- 


ments in the business, notably the fact 
that the single premium and annuity 
contract business of the company has 


expanded rapidly. The increase in this 
particular class of business as compared 
with the first half of 1926 was 40 per- 
cent. The company also points out that 
this year’s figures reflect the increased 
size of policies, beneficiaries receiving 
nearly one-fourth more insurance per 
loss payment than was received under 
the average claim paid the first half of 
1926. The average beneficiary was paid 
$4,244 during the early half of 1927 and 
$3,444 in the same period of 1926. It is 
also pointed out that no unusually large 
policies figured in either result. 


of the national income each year is now 
spent for life insurance. Of the estates 
left these days 87 percent consist largely 
or entirely of life insurance. 

Mr. Day said that an agent who 
works hard is bound to win. He said 
that he must use his legs as well as his 
heart and mind. If a man gives up he 
is a coward and lacks courage. Mr. 
Day asserted that the only reason peo- 
ple fail is because of themselves. They 
lack faith and energy. If they possess 
these characteristics the other Mi mee ow 
for success will follow as a matter of 
course. 





Many Show Increase 


The Bankers Life of Iowa reports that 
on July 1, 47, or three-fourths of all the 
Rankers Life agencies, showed produc- 
tion for the first six months of 1927 in 
excess of their respective productions 
for the same period of 1926. The great- 
est gain registered was that of the Los 
Angeles agency, $3,298,430. Eight 
agencies had gains of $1,000,000 or more, 
while 18 agencies had added at least 
$5,000,000 to their 1926 totals. 

The ten leading agencies and their 
productions on July 1, 1927, and July 1, 


1926, are as follows: 

July 1 
Agency 19°6 
C, A. Reed, Los A... $1,605,500 
DeF. Bowman, Chgo 2,715,776 
t. G. Hake, Kan. City 35,500 





11 
E. G. Squires, St. Louis 1,114,500 
G. R. Craft, Cleveland 1,084,394 
G. F. Murrell, Pgh... 2,565 
c. Cc, Smith, Decatur, 
Oo. G. Wilson, Omaha. 
J. E. Flanigan, N. 
F. F. Garrett, Quincy 
American National Figures 
The American National of Galveston 
in its semi-annual statement shows as- 


sets of $27,642,781 with surplus to policy- 
holders of $3,959,202. Its life insur- 


ance in force on June 30 reached $423,- 
968,907, an increase of $40,000,000 for 
the first half of the vear. 
Des Moines L. & A. Gains 

The Des Moines Life & Annuity re- 
ports a notable gain for the first six 
months of the vear, as compared with 
the same period of 1926. The figures 
reported are: new paid business first 
half 1927, $3,195,000: for first half 1926, 
$1.495.000; increase insurance in force, 
$773,000. 
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COMPANY EXECUTIVES 


HOPE FOR UNIFORMITY | 


Present Methods of Obtaining Li- 
censes for Agencies Cause 
Waste of Time, Money 


COMMISSIONERS PRAISED 


Action of Convention Is Expected to 
Result in Plan That Will Redound 
to Companies’ Benefit 





Company officials are elated with the 
National Conven- 
tion of of a 
special committee to work out a plan 
for adopting a uniform type of applica- 
tion for agency and agent's licenses. A 


appointment by the 


Insurance Commissioners 


number of company officials interviewed 
on the matter were found to be whole- 
heartedly in favor of the plan because, 
as each stated, it will result in a great 
saving of time and money to every com- 
pany in the business. 

“There are more forms of application 
blanks than there are states in the 
union,” said C. O. Pauley, secretary- 
treasurer of the Great Northern Life. 
“The result is confusing and expensive, 
both of which are unnecessary, and we 
are for any plan that will overcome 


these.” 
“Clerks Are Not Lawyers” 


Carl A. Peterson, vice-president, Mu- 
tual Trust Life, said, “We are pleased 
to know that more uniformity may re- 
sult from the convention’s action.” Mr. 
Peterson related in.great detail the 
points at which application forms and 
issuing procedure conflict, and added, 


“After all, these people in our office 
who handle the forms are clerks—not 
lawyers. hey are very competent 
clerks, must be competent clerks, yet 


are frequently in difficulty not only be- 
cause forms and methods of procedure 
among the states differ but also because 
these are constantly changing.” 
“Trouble and confusion could be saved 
in all offices through standardization,” 
said James W. Knox, Chicago, assistant 
manager of the Netherlands and assist- 
ant secretary of the Great Lakes. “Some 


states have very rigid qualification 
rules,” he continued. “These rules 
would redound to the benefit of all 


companies if they were adhered to. Fre- 
quently, however, influence is brought 
to bear that results in their being 
ignored.” 

Variances Innumerable 


The variations in forms and methods 
of making application are too many to 
be fully enumerated. But the differences 
listed below are sufficient to indicate 
the present condition: 

Fees vary from $1 to $6. New York 
and Texas, however, demand no fees. 
Some states require that only agencies 
be licensed. Others require that only 
individuals be licensed. Still others re- 
quire that both be licensed. In some 
states the license covers both life and 
accident and health. Other 
quire separate licenses for life and acci- 
dent and health, and a fee for both. In 
some states the signature on the appli- 
cation must be witnessed before a no- 
tary. Other states do not require this. 
Some states require an application for 
an accident and health license but not 
for a life license. Wisconsin furnishes 
casualty licenses to company home 
fices and general agents in book form. 
These licenses are then issued to the 
by the general agent or a home 
office representative. Life licenses in the 
state are issued only on applica- 
Iowa demands advance payment 
1r requisition. When the fees are paid 
into the department the forms are is- 
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LAUNCHING NEW COMPANY 
IN NEW YORK TERRITORY 


WILL LOCATE IN NEW JERSEY 


R. R. Lounsbury, Former Western Com- 
pany Executive, and Col. Hodson 
of New York Are Organizers 


NEWARK, July 28.—Plans for the 
organization of a new life company in 
the New Jersey and New York fields 
are already well under way and a formal 
announcement in regard to it may be 
expected within the next few weeks, ac- 
cording to information obtained here 
this week. The principal organizers and 
backers of the new organization are R. 
R. Lounsbury, president of the Bankers 
National Life of Denver, and Col. Clar- 
ence Hodson of Clarence Hodson & 
Co., New York City, a large house deal- 
ing in participating bonds. 

The new concern will be incorporated 
in New Jersey, probably as a mutual 
company, although information on this 
point is not definite. According to pres- 
ent plans, it will begin business opera- 
tions at an office opened somewhere in 
the New York metropolitan district on 
or about Sept. 1. Mr. Lounsbury, who 
was Nebraska state actuary in 1917-1918 
secretary-treasurer of the Union 
Life & Accident from 1919 to 1922 be- 
fore becoming president of the Bankers 
National Life, will be the executive vice- 
president of the new company. In the 
absence from New York of both Mr. 
Hodson and his associate Mr. Louns- 
bury, the latter of whom will not return 
until the middle of August, no informa- 
tion as to the details or the name of the 
new company is forthcoming 


sued. 


If, at the end of the year, it is 
found 


that fewer licenses have been 


| issued than paid for, the over-payment 


| mand 


| cated situation 


states re- | 


| 
| 


| 


| ciation of Life 


to the department is turned back to the 
company. The Iowa method has been 
found simple and practical and is highly 
commended by a number of companies. 


List Grows Longer 


Still other differences are these: In 
some states licenses are transferable. In 
others they are not. Some states de- 
notification of termination of 
every license. Others do not. Ohio re- 
quires that each license be recorded 
with the county recorder of the county 
in which the agent resides, and that the 
license be published. Connecticut issues 
its application blank in the form of a 


small card on which are listed 17 
questions. 
North Carolina issues two separate 


forms, one the application and the other 
the applicant's affidavit. And, after all 
this, at least six states require no appli- 
cation of any kind. 

Retaliatory Laws Enter 


The retaliatory laws of the various 
states largely enter into and consider- 
ably aggravate the already very compli- 
Officials point out that 
just when their clerical staff has devel- 
oped a system of paying fees, some 
states make a change of fee or a change 
in the method of collecting it and throw 
the system out of line 

Incidentally, it is the belief of many 
company officials that the insurance de- 
partments of most states could be oper- 
ated on the money that is received for 
agents’ fees alone. 

Enters Automotive Field 

Walter Ferrell, for 18 years connected 
with the Central Life of Des Moines as 
general agent, has become secretary 
manager of the Iowa Automotive Mer- 
chants Association with headquarters in 
Des Moines. Mr. Ferrell was a member 
of the board of the Des Moines Asso- 
Underwriters and chair- 
man of the speakers’ bureau of the 
insurance denartment of the Iowa Fed 
eration of Women’s Clubs. 


INSURANCE 





EDITION 


MANAGERS ENROLL FOR 
SECOND. SALES SCHOOL 


CLASSES TO LAST FOUR DAYS 


Enrollment Is Limited to 50—Only Gen- 
eral Agents, Managers and Super- 
visors May Attend 


['wenty-three managers have already 
made definite reservations and others 
have made tentative enrollment in the 
school for managers to be conducted by 
the Life Insurance Sales Research B 
reau in Philadelphia Sept. 27-30. The 
city of brotherly love has been selected 
by the bureau as a central location to 
which managers and general agents of 
competing companies may come to- 
gether for a four-day study of their mu 
tual problems. The enrollment is lim 
ited to 50 men, all of whom must be 
general agents, managers or supervisors 
of member companies 

John Marshall Holcombe, Jr., man- 
ager of the bureau, has announced the 
curriculum of the Philadelphia school 
will include: “Fundamental Guideposts 
in Selection,” “Sources of Agents,” 
“Selling the Job to New Men,” “Office 
or School Training,” “Field Training,” 
“Supervision,” “Relations with Policy 
holders,” f Lapse,” and 


u 

u 
) 
l 


“Reduction of 
“Personal Problems of the Manager.” 

During the lecture periods the bureau 
plans to introduce under each heading 
several plans now in successful operation 
in agencies of different size and location 
The material to be used at the school 
will be supplementary to that contained 
in the regular publications of the Bu- 
reau. Because of this fact, those who 
attend will be expected to acquaint them 
selves with the “Manager’s Mutual” and 
“Manager’s Magazine” prior to the 
opening of the school 

Future schools will be held in Mem 
phis Oct. 10-12 and in Detroit Nov. 7-10 


BANK HAS NEW SAVINGS PLAN 


Cooperating with Agents at Rockford, 
Ill, in Pushing Unique Annual 
Club Arrangement 


The Rockford National Bank of 
Rockford, Ill., has copyrighted a new 
insurance savings plan which has some 
unique features, differing from the cus- 
tomary plan of this type. It provides 
for 50 weekly payments and matures a 
vear from the date of the first payment, 
so that the client is not bound for a long 
period of years to the plan. On the 
other hand, renewal of the plan is op- 
tional each year, so that it may be ex- 
tended over some time if desired. The 
Rockford National Bank has tied up the 
plan closely with the insurance agents 
and has placed the end of it in 
their hands, except as business is located 
over the counter in the bank Insur- 
ance agents supplied with 


sales 


have been 
apnlication blanks for the plan and also 
during the course of the contract the 
insurance agent is notified in the 
of a lapse on the part of the policy- 
holder. This allows for a resale or at 
an interview with the policvholder 
The plan is somewhat of a combination 
of the old type of insurance savings plan 
and the Christmas savings club plan 
and has met with excellent results in 
Rockford 


case 


least 


Plan Western “Special” 


A special train has been arranged over 
the Frisco line from Kansas City to 
Memphis and return for life underwriters 
attending the annual convention of the 


National Association of Life Under- 
writers in Memphis in October, this 
train not only to carry Kansas City 


agents, but agents from the northwest 
and Pacific coast states who will meet 
in Kansas City to join this special train 
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INTELLIGENCE NEEDED 
IN PRODUCTION WORK 


Should Be Based on 
Reasoned Program, All 
Factors Considered 


Increases 


GAINS CAN PROVE COSTLY 


Caution Given in Keynote Address Be- 
fore Northwestern Mutual Con- 
vention by F. L. Wright 
MILWAUKEE, WIS 


Twelve necessary to a 


» July 27 
things are pro- 


gram of “Intelligent Increased Produc- 


tion,” the slogan of the convention of 
the Association of Agents of the North- 
western Mutual Life this year in the 
Flavel L. Wright, 
Louis, who gave the key 


address at the 


opinion of general 
agent at St 
note 


opening session of 


the convention. 
Gives Twelve Essentials 


hese are: “An increase of company 
supervision; field surveys by the agency 
department; the establishment of a de- 
partment of public relations; 
ment by the general agent of his op- 
portunities and obligations; a determi- 
nation upon the part of the agent to sell 
life insurance for cause; realization by 
the agent that his is the business of in- 
suring lives, many lives, adequately; a 
development of new markets through in- 
creased knowledge of insurance uses‘ 
an awakening of latent power; a better 
self mastery to the end that valuable 
time is devoted to valuable purposes; 
that each policyholder becomes an un- 
paid agent; that each agent be his own 
master in the expenditure of his time 
and money; and that the ideals of the 
Northwestern Mutual Life be maintained 
to. keep her what she is and what others 
desire to be.” 


reassecss- 


Constant Demand for “More” 


“There have been many attempts to 
secure increased production and there 
have been many plans formulated in the 
‘more’,” said Mr. Wright 
been a constant demand 
among life insurance companies for an 
increased business and a constant cry 
among the representatives of life insur- 
ance companies for ‘more,’ not only of 
commissions but of privi- 


past to secure 
“There has 


business or 
leges to sell.” 

Mr. Wright traced the progress of ci- 
vilization, showing how man had always 
wanted “increased production” in every 
thing and that the output of everything 
had been constantly increased. 


Often Overlook Fundamentals 


“When men discovered that a com 
munity could do something that an ind)- 
vidual could not do, when they dis- 
covered that through the medium of life 
insurance the following death 
could be equitably distributed over the 
shoulders of many people and with 
drawn from the shoulders of the mem- 
bers of their immediate families, they de 


losses 


veloped an appetite for the service of 
life insurance. Their applications being 
in too small amounts tempted them to 


join the cry for ‘more.’ The directors of 
the life insurance companies were faced 
by the problem of an ‘increased produc- 
tion,’ but like our forebears they fre- 
quently forgot to ask why there should 


be an ‘increased production’ for they 
istook their own desires for advance 
ment, agerandizement or riches as a 


warrant for an ‘increased production.’ 


Thev failed to recognize the fact that 
a life insurance company is a _ public 
service institution and that the warrant 


for ‘more’ lies not in the desire of the 
officers or agents of a company, but in 
(CONTINUED ON PAGE 15) 
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“ONE- MAN BUSINESS” 
FIELD FOR INSURANCE 


DAVIES POINTS OUT NEEDS 


Valuable Pointers Given at Business 
Insurance Clinic of Northwestern 
Mutual Agents’ Meeting 


MILWAUKEE, July 28.—Bankers 
and credit men of wholesale firms and 
industrial plants who sell to men oper- 
ating their own business are the best 
sources for prospects for business in- 
surance, John P. Davies, assistant su- 
perintendent of agencies of the North- 
western Mutual Life, told the agents 
in the business insurance clinic at the 
Tuesday morning meeting of the Asso- 
ciation of Agents. 

Mr. Davies said that when he was 
working out methods of selling business 
insurance to those men who are the sole 
proprietors of their firms, he talked to 
several bankers, lawyers and credit men 
in Milwaukee, and found the bankers 
and the credit men to be the ones who 
give him the most information. 

A one-man business, accoording to 
Mr. Davies, is that form of firm which 
is unincorporated and proprietary, not 
being backed by a partner. There are 
thousands of men who are operating as 
sole traders, Mr. Davies said, who open 
their business, get a line of credit, and 
have individual checking accounts with 
the banks. 

Approach Often Difficult 


The approach is usually difficult with 
these men because if they are ap- 
proached on life insurance, they are not 
receptive as they believe they know all 
about life insurance. Mr. Davies sug- 
gested that the agents use the term 
“readjustment income insurance” when 
seeking an interview, because this is an 
attention-getter and excites interest. 

A question which usually arises is 
that of how large should a business be 
before it needs business insurance. Mr. 
Davies said that it is not the size but 
the nature of the business which de- 
termines when it needs business insur- 
ance. If the owner is one who is able 
to pay his bills promptly he only needs 
a few thousand dollars coverage, be- 
cause that it is about all he is using in 
the conduct of the business. 


Amount of Credit In Factor 


However, if the owner is in a business 
where he has to make long contracts for 
materials, where orders are placed far 
in advance, he is using more credit and 
consequently he needs insurance which 
will either complete those contracts or 
wind them up in case of his death. 

The elements of credit and protecting 
his own good name are the two most 
appealing things about business insur- 
ance to the one man owner of the busi- 
ness, according to Mr. Davies, because 
he wants to protect both of these essen- 
tial factors in his life. 

Mr. Davies pointed out that a man 
should be sold on life insurance to pro- 
tect his family first, as this is the most 
important part of insurance, and then 
he should be sold business insurance to 
business. If he is sold only 
insurance, his family will 
of death. 


cover his 
on business 
be unprotected in case 
Personal Insurance Always Needed 
plus business in- 


“Personal insurance 


surance is a full measure of life insur- 
ance protection and a man cannot, with 
any degree of certainty, provide for his 
family by protecting his business inter- 


ests with business insurance payable to 
the business,” said Ralph E. Perry, 
assistant secretary. “Properly arranged, 
personal insurance is the best way to 
provide for the family. 

“Insurance to finance the so-called 
liquidation agreements of close corpora- 
tions and partnerships is a compara- 
tively recent development in the life in- 
surance business,” Mr. Perry said, “and 





NORTHWESTERN MUTUAL 
PRIZE WINNERS LISTED 


ALBRIGHT FIRST IN VOLUME 


Paid for $2,610,000 Insurance for Year— 
Norman R. Hill Leads in Num- 
ber of Lives Insured 


MILWAUKEE, July 28.—Winners of 
the prizes in the various classes of the 
Association of Agents of Northwestern 
Mutual Life were announced by Charles 
H. Parsons, superintendent of agencies, 
at the opening of the Tuesday afternoon 
session of the agents’ meeting. 

Dr. Charles E. Albright again led all 
agents in the amount of insurance paid 
for during the year, with a total volume 
of $2,610,000 on 47 lives. Dr. Albright 
has won this Class AA prize, the leading 
one of the company, every year since 
1906-07. This total represents only the 
amount of business Dr. Albright has 
placed in the Northwestern Mutual Life. 
His total production for the year will 
run considerably higher, as it always 
does, but he refuses to divulge the 
volume placed with other companies. 

The next prize for Class XX, awarded 
to the agent writing the greatest num- 
her of lives was won by Norman R. Hill, 
Williamsport, Pa. Mr. Hill wrote '454 
lives with a total coverage of $1,485,850 
during the year, and by virtue of this 
number of lives again became the presi- 
dent of the Marathon Club. 

Class A prize was awarded jointly to 
the agency of Hecht & Kutcher, New 
York city, for a total production of 
$2,970,167 on 117% lives. George Kolb, 
Jr., Michigan, took Class B prize with 
a production of $1,169,500 on 40% lives, 
while two other Michigan agents won 
Classes C and E prizes. S. K. Roth- 
schild was the winner of Class C on a 
production of $1,063,500 on 24 lives, and 
J. J. Krauss won Class E prize with 
$603,000 production on 32 lives. Class 
D. prize was won by A. L. Mercer, In- 
diana, who paid for $562,000 on 38 lives. 

Fifty-three agents of the company, by 
writing insurance on 100 or more lives, 
attained membership in the Marathon 
Club. They paid for $23,025,443 insur- 
ance on 6,356 lives for the vear. 


they have a definite sales value and are 
bound to play an increasingly important 
part in life underwriting because both of 
the arrangements serve a definite busi- 
ness need, and life insurance is the only 
medium which will provide a_ certain 
sum at an uncertain time necessary to 
carry them into effect. 


Advantages of Plan 


“All life insurance covering these ar- 
rangements, where premiums are paid 
out of funds belonging to the concern, 
is in effect practically the same as if 
each partner or stockholder paid such 
premiums personally as they eventually 
come out of their earnings in the busi- 
ness. Therefore, instead of providing for 
the purchase of a deceased’s interest, 
each partner or each stockholder, as the 
case may be, could carry personal insur- 
ance for the same amount of premiums. 
If this is done, it will be seen that on 
the death of the insured his family 
would not only receive the insurance 
money, but his interest in the business 
as well, substantially twice as much as 
they would receive if liquidation insur- 
ance is carried.” 

Mr. Perry brought out the fact that 
adequate protection for the family. 
through personal insurance, should not 
be overlooked by the salesman in sell- 
ing business insurance. In cases of 
partnerships and close corporations it is 
difficult to reconcile the payment of pre- 
miums for business insurance, he said, 
until some provision at least has been 
made for the family by means of per- 
sonal insurance. 





CHANGE OF BASIS OF 
COMPANY IS UPHELD 


DECISION PLEASES OFFICIALS 


Omaha Company Men See Source of 
Future Annoyance Removed by Rul- 
ing on Conversion to Stock Basis 


OMAHA, July 28.—Company officials 
in Omaha are pleased with the decision 
of the Nebraska supreme court in a case 
against the North American National 
Life, upholding the state law under 
which a number of mutual life com- 
panies, organized in Nebraska, have 
been transformed into stock campanies. 

R. W. Daniels, secretary of the North 
American National, in charge of the 
company’s office here, in commenting on 
the decision said that plans were now 
being worked out for a comprehensive 
expansion of the company in this and 
adjoining states. 

R. A. Van Orsdel, attorney for the 
Equity Life of Omaha, who intervened 
in the case as a friend of the court, and 
Dana Van Dusen, attorney for the 
Northwestern Life of Omaha, which 
recently has been called upon to defend 
a suit similar to the one brought against 
the North American National, both ex- 
pressed their satisfaction with the de- 
cision. Mr. Van Orsdel sees as the 
most important consequence the heading 
off of possible suits that might be filed 
in the future. 

“In the case before the supreme 
court,” he said, “the complainant did not 
act for policvholders as such. He acted 
only for himself. The policyholders of 
all companies which have been trans- 
formed into stock companies have 
almost without exception supported the 
change. They realized the value of the 
change. As in all such cases, however, 
some individual policyholder is likely to 
object, as in this case. 

“It can be readily understood that if 
these companies—all of them doing their 
best to build up strong life insurance 
companies, and therefore all of them 
doing their part in the work of making 
a strong life insurance center here in 
Omaha—were to be continually subject 
to suits by individuals, as in this in- 
stance, it would be a constant source of 
embarrassment. Omaha is to be con- 
gratulated that the decision of the high- 
est court in the state has definitely re- 
moved the source of embarrassment.” 

Two other companies were affected 
by the suit—the Omaha Life and the 
American Reserve Life. 


NORTHWESTERN MUTUAL 
AGENTS IN CONVENTION 


(CONTINUED FROM PAGE 7) 


been added to a convention program. In 
the afternoon, another feature, an ad- 
dress on “Keeping Fit,” was given by 
William Lachenmaier, Milwaukee, na- 
tionally known physical educator. 


Discussed Business Insurance 


The first part of the business insur- 
ance discussion ensued Monday after- 
noon when Andrew B. Dygert of Min- 
neapolis, talked on “Partnership Insur- 
ance,” and Arthur C. Hoene, general 
agent at Duluth, Minn., talked on “Cor- 
poration Insurance.” 

The annual get-together banquet was 
held Monday night and Albert G. Ruben 
of New York, was chairman. The Mar- 
athonians were grouped together in the 
Mirror Room and the group “N” agents 
were on the mezzanine balcony. Others 
were in the Red Room and the Fern 
Room. Following dinner, the Mara- 
thonians and the group “N” agents ad- 
journed to the Fern Room where the 
main festivities were held. 

The members of the Marathon 
ial honor by Charles H. 


club 


were paid spec 
Parsons, superintendent of agencies. 
Gold, silver and bronze buttons were 


awarded to the group “N” agents by 





Myron H. O. Williams, senior assist- 
ant superintendent of agencies. This 
was Mr. Williams’ last official act as 
an officer of the company at a conven- 
tion, for he will take up a general 
agency at Seattle, Wash., on Sept. 1. 


Associations Elect 


The General Agents’ Association and 
the Special and District Agents’ Asso- 
ciation held their annual meetings late 
Monday afternoon. Clarence H. Poin- 
dexter of Kansas City, Kans., being 
elected president of the general agents’ 
body for the ensuing year to succeed 
Ralph H. Hobart of Chicago. Ralph 
Hamburger of Hamburger & Kaufman, 
Minneapolis, was elected vice-president, 
and Sam C. Pearson, Kansas City, Mo., 
was reelected secretary-treasurer. Mr. 
Poindexter will appoint four new mem- 
bers of the executive committee within 
a few weeks. Routine business was 
transacted. 

The Special & District Agents’ Asso- 
ciation advanced James H. Copeland, 
Decatur, Ill., from first vice-president 
to the presidency for the agents’ year 
of 1927-28 to succeed I. B. Eberhardt, 
Chicago. H. B. Otway, Lockhaven, Pa., 
was advanced to the first vice-presi- 
dency, and E, T. Proctor, Lexington, 
Ky., was elected second vice-president. 
ie H. Hibbard, Chicago, was reelected 
secretary-treasurer. Four new direc- 
tors elected are: C. W. Albright, In- 
dianapolis; Leo Kohl, St. Louis; B. L. 
Peck, Mount Carroll, Ill., and W. E. 
Rowley, Hanover, N. J. 

Business Insurance Sales Clinic 


A sales clinic on business insurance 
was held Tuesday morning. Milton L. 
Woodward, general agent at Detroit, 
and recognized as one of the leading 
producers of business insurance, was 
chairman and briefly outlined the 
method the clinic would take. Mr. 
Woodward was assisted during the 
clinic by J. D. James, general agent at 
Scranton, Pa.; George Paul Roberts of 
the firm of Colesbu y & Roberts, Pitts- 
burgh; Norman R. Hill, Williamsport, 
Pa.: Leo Lucas, Cincinnati; Wilson Fer- 
guson, Pittsburgh; Spencer C. Fish, La 
Crosse, and George Kutcher, New York 
City. 

Following the clinic John P. Davies, 
assistant superintendent of agencies, 
spoke on underwriting the man who is 
in business for himself as the sole pro- 
prietor. Ralph E. Perry, assistant sec- 
retary, and Sam T. Swansen, assistant 
counsel, followed up the business insur- 
ance clinic by answering questions on 
respective phases as handled by their 
denartments of the company. 

District agents of the company held a 
luncheon conference at noon Tuesday. 
E. T. Proctor, Lexington, Ky., was 
chairman. The discussion centered 
around manpower or developing the 
new agent. B. L. Peck, Mount Carroll, 
Til, talked on “Selecting tke New 
Agent;” E. C. Bryan, Sheboygan, Wis.. 
discussed “Training the New Agent,” 
and Harry D. Emmert, Okmulgee, 
Okla., talked on “Financing the New 
Agent.” 

Awarding of company prizes was 
made at the opening of the Tuesday 
afternoon session. Charles H. Parsons, 
superintendent of agencies, made the 
awards. Mr. Parsons awarded the presi- 
dent’s cup to the general agency of M. 
W. Mack of Cincinnati for the sixth 
consecutive year for scoring the great- 
est number of points, based on lapse 
ratio, per capita, and previous members. 

The rest of Tuesday afternoon was 
given over to discussions on canvassing. 
Albert M. Plumb, Kansas City, Mo., 
opened this portion of the program by 
talking on “Personal Efficiency in Can- 
vassing,” and Ralph L. Theisen, Ne- 
braska. told the agents of the canvassing 
methods he uses. 


Banquet Tuesday 


The company held its annual banquet 
for the agents Tuesdav evening. Con- 
gressman Martin L. Davey. Kent, O.., 
was the principal speaker. Mr. Davey, 
who is one of the few young men in the 
country carrying $1,000,000 worth of in- 

(CONTINUED ON PAGE 14) 


Evening 





a26 e2nc4 








wWwtilina 


July 29, 1927 











INSURANCE EDITION 














Million 
Dollars 


June 
30 
918 


dune 
30 


1920 | i921 | 1922 | i92a | 1924/ 192s | 1926) 1927 





703 





606 























7 10 








Jt i years growth of the 





Lf | 


"A | Missouri State Life 






































Three Quarters of a Billion Before the Year Ends! 


HE Missouri State Life is proud of its 35 years; proud of its 
pote of achievement, and especially is it proud of its pres- 

ent position in the list of America’s great insurance Com- 
panies. It is one of the leaders—and one of the fastest growing 
Companies in the Country. Its business has more than doubled 
in the past five years. Its assets have nearly trebled. 


The Company today has more than $700,000,000.00 of life in- 
surance in force. It is the largest life insurance Company in the 


great southwest. 


The spirit of progress which characterizes the Missouri State Life 
and which is responsible for its remarkable growth is the result 
of broad vision and wise management. The men who control the 
Missouri State Life are men of wide experience, men who are ac- 
customed to big scale business—great Commercial and Industrial 
leaders of the Country. 


It is this spirit of progress that has made the Missouri State Life 
the great, outstanding Company that it is—<4 great Company daily 


growing greater. 


. $ 700,000,000! 


- Missouri State Life Insurance Co. 


M. E. Singleton, President Home Office, Saint Louis 
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THE NATIONAL 


L. BRACKETT BISHOP'S OBSERVATIONS 
ON PROGRESS OF LIFE INSURANCE 


L. Brackett Bishop of Chicago, who 
retired 18 months ago as general agent 


of the Massachusetts Mutual Life, will 
sail Aug. 6, from the Pacific coast on 
a world trip to occupy a year. He will 


be accompanied by Mrs. Bishop and his 
son. Mr. Bishop is one of the most 
energetic globe trotters in the life in- 
surance fraternity, he having made many 


trips abroad. On this tour Mr. Bishop 
will visit Honolulu, South Sea Islands, 
New Zealand, Australia, Java, Singa- 
pore, Ceylon, Egypt, Palestine, Italy 
and France. 

Mr. Bishop is the oldest living ex- 


Association of 
point of years. 


president of the National 
Life Underwriters in 





L. BRACKETT BISHOP 
Insurance Globe Trotter Extraor- 
dinary 


Life 


There are four living ex-presidents, who 
preceded him in that office. Mr. Bishop 
started in the business a year before 
the National Association was founded: 
He therefore has seen much of develop- 
ment. 

Bishop Comments on Insurance 


Prior to leaving Chicago Mr. Bishop 
gave some observations on the business 
from the standpoint of a veteran still 
alert in mind and very much interested 
in insurance. He said: 

“Life insurance has had a 
success. During my life time I think 
the four notable factors that have 
caused so great development in life in- 
surance that have impressed me more 
than any others, have been the National 
Life Underwriters Association, the As- 
sociation of Life Insurance Presidents, 
the American Life Convention and the 
trade insurance press. These have been 
great moving factors in the development 
of the business, the bringing about of 
improved conditions, formation of higher 
standards of ethics and the evolution of 
a highly trained set of salesmen. 


marvelous 


Pays Tribute to Appel 


“Life insurance today is in a most 
splendid position. The men in it are 
far better prepared than ever to render 
service. One of the outstanding presi- 
dents in my opinion is D. F. Appel, 
head of the New England Mutual Life. 
He is a man who has developed from 
the field. He formerly carried a rate 
book and managed agents out in a terri- 


tory. Then he was taken to the home 
office and had an excellent executive 
training. In most cases today com- 


panies seek presidents from the financial 
or legal domain, or they take men that 
they have trained only in home office 
administration. Mr. Appel knows at 
first hand the sales problem. 

“Life insurance work is carried on in 
a far more effective way than it ever 


has been. The business is on a higher 
plane. In my earlier days we were con- 
fronted by the a of 
| ment companies, Today the assessment 
competition is almost negligible. We 
seldom run across it. 


assess- 


Agents Are More Effictent 


“In every city the general agents are 
better fitted for their tasks. They are 
not so much personal producers as they 
are executives. They have been partic- 
ularly selected because of their qualifica- 
tions for the position they fill. Then in 
my opinion we have a most wonderful 
body of soliciting agents that we could 
gather together. Those who are work- 





ing industriously and intelligently are 
earning good money. Life insurance is 


| more readily sold than ever and it offers 


| dents, 
| directors, actuaries, organization people, 





opportunities for men and women of 
ability to make a splendid living. 


National Association Meetings 


“In my estimation the annual meet- 
inge of the National Association of Life 

Underwriters should not be educational 
in the sense that they should not be 
training schools for salesmen. That 
work should be left to the sectional sales 
congresses and the local associations. I 
believe that the annual conventions of 
the National association should be really 
great fairs. They should form the meet- 
ing place for general agents, soliciting 
agents, company presidents, vice-presi- 
superintendent of agents, medical 


etc. There should be set addresses by 
men high in the business and by dis- 
criminating men outside. However, the 
great purpose should be the rallying 
center for large bodies of life insurance 
men. We should have the opportunity 
of hearing the leading men in the busi- 
ness. Only one session should be ar- 
ranged for a general discussion. I would 
have only two meeting places, New 
York and Chicago. They have the hote! 
and auditorium facilities. The National 
association should finance all the enter- 
tainment. 


Conventions Too Strenuous 


“In my opinion the National associa- 
tion conventions are being made far too 
strenuous. There is too much crowded 
im the sessions. They are run in the 
manner of a race. There is not the op- 
portunity for getting together for con- 
ference or social intercourse and for be- 
coming acquainted. We are put through 
the paces too strongly. 

“The people in the United States and 
Canada have formed a habit of buying 
insurance nd thus protecting them- 
selves and their families against want. 
This is different than what we find 
across the sea. 

Individual 


“In the United States and Canada the 
individual looks out for himself. He 
does not rely on the government to take 
care of him. In many of the countries 
abroad the people look to the govern- 
ment in its paternal attitude to take care 
of them when they are sick, disabled 
or aged. Inasmuch as we over here are 
self reliant and look out for ourselves, 
we buy insurance. The agents in this 
country are great missionaries. They 
are the ones responsible for the insur- 
ance that is sold. It is due to them that 
so many people are insured and that 
so many people are well insured. We 
need to extend the agency system abroad 
and encourage the intensive life insur- 
ance work there. The National Associa- 
tion of Life Underwriters now have 
joined hands with the Canadian associa- 
tion and they work together in a fine 
way. 


Initiative Created 


Should Have International Committee 


“I think that the National association 
should have an international committee 
whose duty it would be to try to or- 
ganize associations in countries where 
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they are a for such. I think that 
the movement of the National associa- 
tion in establishing a college giving the 
degree of ‘certified life underwriter’ is 
a step forward. This degree should be 
merited. The National association 
should safeguard it, so that the unquali- 
fied and unfit should not get it. 

“We hear a great deal about banks 
and trust companies in their relation- 
ship with life_insurance. Banks and the 
life insurance companies are distinctive 
institutions and each have a_ peculiar 
function. I think that banks should 
have the utmost good will toward life 
insurance companies and vice versa. 
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convention. It should 
to by the trustees and 
executive committee. He feels that the 
present sectional meetings might well 
be continued for one afternoon. He 
fears that the national convention has 
gotten to be a great salesmanship affair 
and the broader aspects of life insurance 
are being lost. In the convention he 
would have a big reception the evening 
of the first day and a banquet the eve- 


come before the 
all be attended 


ning of the last day. On the program 
during the day sessions he would have 
represented the home office, the field 


and the policyholders by a man of out- 
standing importance. In alternating the 




















They should keep on however in their conventions between New York and 

separate spheres. I believe more can Chicago he feels the delegates would 

be gained by an expression of good wilf Teceive the greatest benefit. In both 

than through active cooperation.” places there are home offices and one 

Suagestion as te Program afternoon could well be devoted to visit- 

: ing these offices. At the banquet he 

Mr. Bishop feels that the business of would have as speakers men of promi- 
the National association should not nence in various lines of endeavor. 

BY G. F. WILLISON. 
“HAVE TO SEE ’EM TO SELL” ticularly widows, life 


From figures kept over a long period 
of years in the business, Charles E. Ives 
of the Ives & Myrick agency here of 
the Mutual Life of New York, the larg- 
est agency in the country operating in a 
non-exclusive territory, has deduced that 
for the average normal man success as 
a life underwriter depends upon seeing 
enough prospects every day in order to 
get a sufficient number of interviews. 
More specifically, he has deduced that 
for an annual production of $100,000- 
$200,000 an agent must make at least 15 
to 20 calls a day which in turn will ob- 
tain for him an average of six interviews 
a day, the minimum for any kind of suc- 
cess in his chosen field. In addition to 
energy and willingness to work system- 
atically to make sure of obtaining the 
necessary number of interviews, he de- 
clared, the agent must of course have 
character and be willing to study and, 
what is more important, he must like 
selling. If a man is not interested in 
salesmanship or is temperamentally un- 
fitted for it, the life insurance business is 
no field for him. 

x? 
PROSPECTS FROM POLICYHOLDERS 


After a man has been sold a policy, it 
is often a perplexing problem how to get 
information tactfully from him about 
others who might be in need of life in- 
surance. The following list of questions 
to ask policyholders is given to his 
agents by L. A. Cerf of the Mutual Ben- 
efit here. The questions as they stand 
are rather direct and cryptic, Mr. Cerf 
explaining that once an agent has be- 
come on friendly terms with a man 
through selling him a policy, each ques- 
tion is to be adapted to the circum- 
stances and phrased to give it the per- 
sonal touch: 

1. Who are the largest men in your 
line of business? 

2. Who are your friends who 
been most successful in business? 

3. What friends or connections have 
recently gone into business? 

4. Have you any friends who have 

recently been promoted or made a mem- 
ber of a firm? 
5. Have you any relative, brother, sis- 
ter, brother-in-law or others who you 
think should carry insurance or who you 
think should secure additional insur- 
ance? 

6. Are you or any of your friends 
heavy endorsers of commercial paper? 

7. Have you any debtors owing you 
considerable sums which you would like 
to protect? 

8. Do you know anyone who has re- 
cently married or become engaged? 

9. Have you any friend who has re- 
cently had a baby in the family? 

10. Have any of your friends recently 
bought a house or any real estate? 

11. Have any of your friends just in- 
herited money? 

12. Do you know 


have 


any women, par- 





who should carry 
insurance? 
13. Have you any friends who have 
children to send to college? 
14. Have you friends who have a 
child incapable of taking care of itself? 
* * x 


PROBLEM OF AGENCY MANAGEMENT 


The manager is the weak link in the 
chain of the life insurance business, ac- 
cording to one former company execu- 
tive here. Too many of them lack ade- 
quate training or experience for their 
jobs, for which the companies are largely 
responsible. In naming a general agent 
or a manager the first essential is care- 
ful selection both as regards sales expe- 
rience and the potentiality of the indi- 
vidual. Then should come training for 
the job in a managerial school run by 
the home office, followed by more prac- 
tical training received on the job under 
an experienced, capable manager. Ac- 
cording to this critic, the branch office 
system is better, although much can be 
said for the general agency system. 
Neither managers nor general agents 
should be encouraged in personal pro- 
duction, for such large personal produc- 
ers are very frequently tempted to resign 
their managerial duties to devote their 
time exclusively to personal business 
with the consequence that the organiza- 
tion they leave behind is shattered. A 
certain continuity of organization is 
vital to continued success in any terri- 
tory. Another thing he believes in is 
that home offices should furnish care- 
fully worked-out management plans as 
there is great waste in allowing each 
agency chief to feel his way along by 
trial and error. As a parting shot, he 
declared that the great increase in the 
business in recent years has been due 
to the soundness of life insurance itself 
and in a measure has been in spite of, 
rather than because of, the selling meth- 
ods used. Even among supersalesmen, 
he said, few operate on a scientific basis 
and by far the larger majority of agents 
are incapable of operating upon anything 
but the most desultory hit-or-miss 
tem. 


SsySs- 


Central of Kansas Reports 


The Central Life of Kansas at Fort 
Scott reports paid business in the first 
six months of this vear at $1,854,838, 
compared with $1.682,250 in the same 
months of 1926. Increase in insurance 
in force in these months was $781,442. 


Life Notes 





Percy Logsdon, general agent for the 
New York Life at Evansville, Ind., and 
president of the Kiwanis Club of that 
city, was a moving spirit in a tri-state 
Kiwanis Club gathering held in Evans- 
ville, July 19 

The Sun Life of Canada has moved its 
Baltimore office from the American 
huildine to the 13th floor of the new 


Court Square building. Need for larger 
auarters caused the change, according to 
Carl F. New, local manager. 
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Aesop 
and 
Horses 


‘*Horse racing is in season now 
so here’s one about horses,” 
smiled Aesop. 


‘“‘A groom who made a practice 
of feeding his horse with poor 
corn spent much of the day in 
grooming and wisping him. 


“If you really wish me to look 
well,” the horse said one day, 
“‘Give me less currying and 
more of your corn.” 


“You can cultivate business 
twenty-four hours a day—but 
to make sales you've got to have 
salable modern policy contracts 
—the quality corn the horse was 
talking about. 


‘‘And that’s that,” said the old 
fabler. 
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NORTHWESTERN MUTUAL 
AGENTS IN CONVENTION 
(CONTINUED FROM PAGE 10) 


surance on his life, outlined personal 
experiences which have sold him on life 
insurance. 

The ladies were entertained Tuesday 
afternoon at the Oconomowoc Lake and 
Country clubs, Oconomowoc, Wis. 
They left the home office in busses early 
in the afternoon. After reaching the 
clubs they had bridge and golf tourna- 
ments and other diversions. Dinner 
was served in the evening. 

Smith Elected President 

Paul M. Smith, district agent at 

Charleston, W. Va., was elected presi- 


dent of the Association of Agents at the 
closing session. He was vice-president 


last year. Harry L. French, general 
agent at Madison, Wis., was elected 
vice-president and Ray Loring, special 


agent at Milwaukee, secretary and treas- 
urer. 

“This is the day of special life insur- 
ance service and the hour of mass sell- 





ing methods and offerings is waning 
fast,” was the keynote of the convention | 
under the slogan announced by Presi- | 
dent Vandyke in behalf of the standing 
committee and officers of the associa- 
tion, “Intelligent Increased Production.” 
At the closing sessions this idea was 
again and again emphasized by speak- 
ers, including Victor M. Stamm, special 
agent at Milwaukee, and Michael J. 
Cleary, vice-president of the company 
and former insurance commissioner of 
Wisconsin. 


Company Militant in Policy 


Charles H. Parsons, superintendent of 
agencies, denounced rumors that “the 
Northwestern did not want new busi- 
ness,” and said that on the contrary the 
company has removed all doubts, if any 
ever existed, that the Northwestern Mu- 
tual Life is sticking to the last of intelli- 
gent service as not only an exclusive 
but an all inclusive company. He said | 


the company has in no way called a halt 
but has become militant in its policies. 

The standing committee for the year 
was chosen as follows: B. J. Stumm, 
district agent, Aurora, Ill.; L. E. Allen, 
general agent, Atlanta; L. L. Erickson, 
special agent, St. Paul; Norman Hill, 
district agent, Williamsport, Pa., and 
Craig Kennedy, special agent, Wichita, 
Kan. 


Reynolds Unable to Attend 


Merrill Adams, vice-president and 
secretary, read the speech of John A. 
Reynolds, vice-president Union Trust 
Co. of Detroit, on cooperation of life 
insurance and trust companies, explain- 
ing that Mr. Reynolds was ordered to 
remain at home this morning by his 
family physician, as a new arrival in the 
family is momentarily expected. Mr. 
Reynolds had engaged an airplane to 
bring him to Milwaukee, and one of the 
speakers declared that if a great concern 
like the trust company would permit 
its highest priced man to use air 
gation, it was time for life insurance 
agents to get under the wire and do 
likewise. 


Clark Assistant Superintendent 


At the annual meeting of trustees of | || 


the Northwestern Mutual 
officers headed by 
Vandyke were all 
Clark was appointed a new assistant 
superintendent of agencies. He became 
a clerk in the department recently and 
is the son of the late H. A. Clark, gen- 
eral agent at Princeton, Ill. Reports to 
the trustees showed that for the first 
half of 1927, paid-for insurance amounted 
to $181,153,790. Insurance in force June 
30 was $3,412,376,144. 


Life present 


reelected. 


Winter Made Richmond Manager 


William C. Winter has been appointed 


manager at Richmond, Va., for the Con- 
necticut General, succeeding William S. 


navi- | 


President William D. | 
Roger A. | 


| Drewry and George W. Daingerfield, 
general agents under the style of 
Drewry & Daingerfield. Mr. Winter 


was previously with the home office of 


the company. 
Insurance Is Financing Aid 
W. H. Dallas, superintendent of 


agents of the Aetna Life, writing in the 
“Life Aetnaizer,” says there an un- 
deniably strong tendency among banks 


is 


and business houses to require life in- 
surance as additional collateral in fi- 
nancing. Usually, Mr. Dallas says, the 
requirement is a reasonable one and 
presents no extraordinary hazards if it 
is properly explained and understood. 
The subject of the insurance is some- 


times asked to provide life insurance as 
additional security for past and unsuc- 
cessful business ventures. A man who 
| has lost considerable money or 
may have been unsuccessful in several 
business ventures, and before he is per- 
mitted to launch a new project 
parties interested in either the old or 
the new venture will require life insur- 
ance. 














| 
i] CONVENTION DATES | 


Sept. 12-14—International Claim Asso- 
ciation, Toronto. 
Sept. 15-17—Health & Accident Under- 


pa Conference, Toronto. 


Sept. 26-30—National Safety Congress, 
Chicago. 

Sept. 27-30—Insurance Commissioners, 
Cincinnati. 

Oct. 4-6—Casualty Convention, White 


Sulphur Springs. 










ct. 6-8—Life Office Management As- 
sociation, Atlantic City. 

Oct. 12-14—National Life Underwriters 
Association, Memphis, Tenn. 

Oct. 20-24—Actuarial Society of Amer- 
ica, Springfield, Mass. 

Oct. 24-28—American Life Convention, 
Dallas. 

Nov. 1-2—Life Agency Officers, Chi- 
cago, 

Nov. 3-4—American Institute of Actu- 
aries, Indianapolis. 


| Bankers Life Agent 
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Overcomes Protests of 
His Prospect’s Wife 


RECENT of Charles 


of lowa 


experience 
Romine, Bankers Life 
agent of the G. R. Craft Cleveland 
agency, illustrates the necessity of a 
salesman possessing a ready wit and of 
his being able to make the most of any 
cpportunity, whatever it may be. 

When Mr. Romine called at the home 
of a prospect one evening he was intro- 
duced to the wife and began his sales 
talk. Almost at once, it seems, the lady 
resented what she felt was an insinua- 
tion that life insurance could play an 
important part in her future. She told 
him, quite frankly, that neither she nor 
her husband had any need for the pro- 
tection. 

“Very well,” replied Mr. Romine. 
“I’m now going down the street and 
have the finest washing machine obtain- 
with my compliments, so 
that your efforts to eke out an existence 
after your husband gone may be 
lessened. As you know, that’s about 
the place where the majority of widows 


1s 


end when provision for estates is neg- 
lected.” 

“Fireworks” broke forth again. The 
husband stepped in and subdued his 
irate wife, who apologized. Mr. Ro- 
mine repeated that her husband really 
wanted $5,000 for her benefit only, and 


she looked up half smilingly at her hus- 
band and said, “Well, Arthur, I don't 
care, make application if you want to.’ 
And Mr. Romine secured a nice $5,000 
application. 


Lou C. Pierce, agency counsellor of 
the home office agency of the Pacific 
Mutual Life, left Los Angeles last week 
for the east on a six weeks’ vacation 
trip. He was accompanied by his daugh- 
ter, who will stop in Colorado to visit 
relatives and friends, while he continues 
his trip to the Berkshire hills of New 
England, where he formerly resided, 
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INTELLIGENCE NEEDED son of it an injustice is done to the] agency system, I question whether it | Aug. 2, when Roger B. Hull will be offi- 
| present body of policyholders, or if by | can be maintained if the general agents | cially inducted into office as the new 
IN PRODUCTION WORK | reason of this insurance the means to | lack the power to bear the burdens inci- | managing director and general counsel 
' the company’s destruction has been set | dent to the system. The managerial sys- of the association According to 


(CONTINUED FROM PAGE 98) 


the hearts of men where the reasons | 
and demands of life insurance are thor- 
oughly established. 

“The life insurance companies, in an 
attempt to increase production have fol- 
lowed all of the expedients and experi- 
ments of our forefathers. They sought 
new fields by going into foreign lands; 
they are today seeking new fields by 
the issuance of sub-standard and non- 
medical insurance. 


Often Get “More” at a Loss 


“Many companies, being moved by a 
desire for increasing volume, but failing 
to realize that there is an advantage 
to volume except as it accrues to the is- 
suing company, have adopted the plan 
of incorporating in their life insurance 


policies, services which we believe to 
be necessary service but which can, in 
our judgment, be performed only by 
companies organized for that purpose 


The demand of the salesman for ‘more’ 
has influenced the administrative minds 
of the companies to such an extent that 
services have been added where prem- 
iums collected were less than actual 
of the service and mainly in order 
the agent may secure ‘more.’ 
“Twelve of the leading companies, in- 
cluding none of the smaller and younger 
companies, in 1925 lost as a result of dis- 
ability annuities, the sum of almost $12.- 
000,000. Rates were changed, mainly in- 
creased, but as the business aged the 
increased, with the result that in 
6 the same companies lost, upon the 
Same account, in excess of $17,000,000. 
“Volume is not the only god that has 
Proved to have feet of clay and a belly 
of brass, nor is it the only god that has 
exacted of men sacrifices out of propor- 
tion to the god’s worth. We cannot con- 
le that an increased production 
an intelligent production if by any rea- 


cos 


¢ 
that 


oss 


Ln 


cede is 





, Out 


up. 
' Certain Basic Essentials 
“Let us definitely dismiss from our 
minds any thought that the life insur- 
ance companies can do as they will, or 
that the companies are above the nat 
ural law of mathematics and science. 
“Let us believe that no company can 
be untrue to the trust imposed upon it 
without being guilty of reverting to the 


| trary 


exploded idea of caveat emptor; that no | 


company adopting this old and unjust 
philosophy can escape the punishment; 
that the law of compensation has neither 
lapsed nor been annulled; that the busi- 
of life insurance should not be 
conducted that the work of the agent is 


ness so 


| made easy, if on that account, injustice 


is perpetrated upon a trusting public; 
that our company, having a well-posted 
and upright set of officers, has not the 


power to spit in the wind without spit 
ting in its own face; that our company 
is not a synthetic mother so equipped 
with paps that we can suck a living with 
contributing commensurately 

“Let us on the other hand agree that 
our company should be true to its trust 
and should continue as a pure life in 
surance company, actuated by and op 
erated in accordance with the spirit of 
mutuality where equity exists between 
all members, advantages and favors are 
granted to none 


‘Three branches of the company are 
charged with the task of keeping the 
faith and at the same time increasing 


agency department, the 
and the special and so- 


production, the 
general agents, 
liciting agents. 

“In the past an appointment as gen 
eral agent has been equivalent to a life 
appointment, or at least an appointment 
during good behavior Unfortunately. 
good behavior has not always included 
a proper development of the field, and 
while I believe heartily in the general 


tem is contrary to our thought and con 
to our past plans and will, I be- 
become a Northwestern plan only 
company forced into its ac 
But that change is inevitable 
fail in the fulfill 


lieve, 
if the 
ceptance 
if the general 
ment of their jobs.” 

According to Mr. Wright, the agency 
department is in a better position to sur 
vey a field and determine what an 
adequate and intelligent production than 
the general agent and it is in a better 
position to draft plans for the conduct 
of the agencies He touched on the 
point that the increase of insurance by 
companies that have adopted the man 
agerial system may to an extent be due 
to the centralized authority, and said 


is 


agents 


is 


|} it was his opinion that the agency de- 


partment can do most to secure an in- 
telligent production by the institution 
ot a closer and more frequently exer- 


cised supervision of the general agents, 


and declared that the company must 
free itself of “deadwood.” 
lurning to another thought, Mr. 


Wright said that other great businesses 
have found it not only advisable but 
necessary and profitable to establish a 
department of public relations, and in 
his judgment, such a department might 
properly be established by the North 
western, when, if its conduct 
that the membership of the company has 
a growing knowledge of the company’s 
activities and a growing pride in mem 
there may be discovered a 
means of “Intelligent Increased Pro- 
duction” without giving way to present 
day inclinations to be great without re- 
gard to cost. 


18 


bership, 


Induction Ceremony for Hull 


An informal ceremony at national 
headquarters in New York of the Na- 
tional Association of Life Underwriters 
is being arranged for the 


such | 


Charles A. Foehl, who is in charge of 
the arrangements, invitations have been 
sent to all officers and trustees of the 
association, as well as to all members of 
the reorganization committee, headed by 
Hugh D. Hart, and a large number otf 
them are expected to attend 


GETS OUT HOUSE ORGAN 
AS A WEEKLY PAPER 


The “Northwestern National News” 
is a new weekly house organ issued by 
the Northwestern National Life, being 
changed from a monthly magazine to a 
weekly newspaper. The first issue ap- 
peared last week, being edited by Rich 
ard C. Budlong, agency publicity direc- 
tor. It is gotten up in newspaper style 
and gives the real news and develop 
ments of the company. Mr. Budlong 
knows the newspaper business and has 
used his knowledge to good stead in 
getting out this house organ 


Acacia Mutual Contest 


J. P. Yort, secretary and actuary of 
the Acacia Mutual Life, has mailed to 
each agent a framed cardboard on which 
is a tracing of the new home office 
building, to be dedicated in April, 1928 
A colored picture of the building is cut 
into blocks or “stones” and the agent 
pastes one stone on the tracing for every 
$1,000 of insurance paid for. When he 
has paid for $150,000 the picture of the 
building is completed and he has earned 
his invitation to the dedication conven- 
tion, 


Wilmer M. Hammond, manager of the 


|} southern California agency of the Aenta 


morning of ' 


Life, is absent on a month's vacation 
with his family After a stop at Del 
Monte for a season of golf, thev will pro- 


ceed to Tahoe Tavern, Lake Tahoe. The 
return trip will be via Yosemite National 
Park, where it is the plan to spend sev- 
eral days. 
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Campaign for Life Preservation 


Tue CHAMBER OF COMMERCE of the 
United States is very illu- 
minating and valuable bulletins, the cur- 
rent one being devoted to the considera- 
tion of the preservation of life. This bul- 
letin is primarily intended for the health 
committees of local chambers. The bulle- 
fact that public health 


issuing some 


tin brings out the 
involving the 

Atten- 
prevent- 


is a business proposition 
financial interest of every citizen. 
tion is called to diseases that are 


able and in concise form is given informa- 


tion as to what course a community can 
follow to get results. 
The total sum saved in health conserva- 


tion is tremendous. The bulletin quotes 
from an eminent statistician to the effect 
that the average workman loses seven 


This means 
his earning 


days a year due to sickness. 
about 2 percent of 
capacity. In cold dollars and cents the 
aggregate is $2,000,000,000. Premature 
deaths account for an even greater loss 
than illness causes. 


a loss of 


Concentrated List of Prospects 


IN studying the income tax returns it is 
seen that 21 percent of the population of 
the United States paid more than 95 per- 
cent of the individual income tax. There- 
fore this 21 the basis for 
most of life This 
concentrated list gives a working capital 
to life of the com- 
panies in speaking of its idea of a good 
prospect that it is a man with de- 
pendents who has purchasing power and 
ambition and whom an agent can get in 
circumstances. 


percent forms 


insurance solicitation. 


insurance men. One 


says 


under favorable 


the GuARDIAN Lire says on 


front of 
In continuing, 
this subject: 

“We do afford it’ in this 


hear ‘can’t 


business, and while often an excuse and 


not a reason, it illustrates poor selection 
of prospects as regards purchasing power. 

“We don't mean you should call on big 
money but that based on an_ intelligent 
concept of your own experience, you can 
call on enough money to adopt life insur- 
ance as an instrument to help accomplish 
those things in which the man is most in- 
terested—once you have shown that it will 
help. 

“We urge study of selection and elimi- 
nation of prospects from the viewpoints 
of (1) dependents, (2) purchasing power, 
(3) ambition, (4) means of meeting un- 


der good circumstances.” 


Knowledge Must Be Applied 


THe Ittinois Lire takes the position 
that a entering the life 
business may feel that it is necessary for 
him to acquire 
before he can 


man insurance 


a considerable amount of 
information start out to 
solicit business. In other words, the pres- 
ent tendency toward preparation for can- 
that 


necessary 


vassing may leave the impression 
much preliminary 
before selling shall begin. 

The Intinots Lire 


is willing to wait until he knows all there 


education is 
declares that if one 


is to be known about the subject of life 


insurance and about the service which he 


could render he will never reach the time 


when he can begin active production. The 


company declares that with about two 


hours spent with the manager, a new man 
who knows absolutely nothing of life in- 
surance will equip himself with more 
practical knowledge of life insurance and 
its benefits than is possessed by 999 out 
of every 1,000 prospects he will ever ap- 
proach. The Ittinors Lire asserts there 
member of almost any 
who is not possessed 


is not a agency, 
either old or new, 
right now of more knowledge of life un- 
derwriting than hundreds of outstanding 
successes in the business ever had. The 
point is made that while life 
knowledge is valuable it will never be of 
great benefit until it can be applied in an 
intensive effort to induce 
life insurance, 


insurance 


someone to buy 


Giving the Prospect a Chance 


RAND, Jk. a man who car- 


ries a large line of life insurance, 


James H. 
gives 
some suggestions to insurance men. He 
says: “Be sparing in the words 
use and very concise in your statements. 


you 


other men by the readiness 
they tell all 


Then judge 


with which they know 


There is not one man in a hundred who 
sees me that knows marshal 
his words so'I can get in a word, If 
opportunity, he is 


how to 


you give a man the 

going te nail the hook up on the wall 

that you can hang your hat on.” 
These are words for the wordy. 








| PERSONAL GLIMPSES OF LIFE UNDERWRITERS 











Gen. George M. Moulton, who for! 
many years until 1925 was president of 
the Western Life Indemnity of Chicago, 
died in that city Sunday at the age of 
76. The Western Life Indemnity was 
originally a Masonic assessment insur- 
ance concern. General Moulton became 
connected with it in 1905. The West- 
ern Life Indemnity during his admin- 
istration took over some 60-odd mori- 
bund and decadent fraternals and assess- 


ment institutions. Liens would be} 
placed on the certificates, the equity | 
being little. Later this concern was 


taken over by the Western Life of Chi- 
cago, an assessment institution which 
recently moved its head office to Gary, 
Ind. A deal is now in progress whereby 
the Mississippi Valley Life of St. Louis 
will take over the business of the West- 
ern Life. General Moulton was com- 
missioned brigadier general of the IIli- 
nois National Guard and in 1907 was 
made major general in command of the 
state’s entire guard. It was stated that 
he held more Masonic offices than any 
other member of the order. 

Charles M. McCabe, president of the 
Cotton States Life of Nashville, has 
been elected chairman of the city park 
commission of that city. Mr. McCabe 
until a few months ago was president 
of the Chamber of Commerce. 





F. W. Moller, supervisor of the Busi- 
ness Men’s Assurance for Indiana, has 
returned from a two weeks’ vacation at 
Lake Wawasee, Ind., where he and Mrs. 
Moller spent a week with M. H. Henney 
and family, then going to Chicago and 
Milwaukee. Mr. Henney represents the 





Business Men’s Assurance and also 
knows all the haunts of fish in Lake 
Wawasee, so that Mr. and Mrs. Moller 


had good catches to report. 

Ralph H. Kastner, secretary of the 
legislative bureau of the American Life 
Convention, at St. Louis, Mo., has re- 
turned to his desk after a vacation trip 
to Council Bluff, Ia.. and Omaha. Mr 
Kastner and his wife were accompanied 
on the automobile trip from St. Louis to 
Omaha and Council Bluffs by George 
Trueman and wife. Mr. Trueman is an 
ag pee for the Continental Casualty in 

Louis. While away Messrs Kastner 
a Trueman attended the annual con- 
vention of the Gamma Eta Gamma legal 
fraternity held in Omaha. 


Guilford A. Deitch, vice-president 
and agency director of the Reserve Loan 
Life of Indianapolis, left this week for. 
Canada to spend his vacation. He will 
be gone until after the first of Septem- 
ber. 


The tragic death of George P. Reif- 
schneider, special agent at Lawton, 
Okla., for the National Life of Vermont, 
marks the passing of one of the best 
known life underwriters in that state. 
Mr. Reifschneider was killed just after 
taking lunch with J. Henry Johnson, 
general agent of the company at Okla- 
homa City. While making a short turn, 
his car turned turtle, pinning him in such 
a way as to cause death. He was an 
active member of the Oklahoma Asso- 
ciation of Life Underwriters. 

In his first eight weeks as a full-time 
agent of the Mutual Life of New York, 
Earl H. Frei of Fairwater, Wis., wrote 
$100,000 of insurance. No policy was 
for more than $5,000. 

Mr. Frei was on part-time with the 
Vermillion agency of the company and 
was operating a confectionery store at 
Fairwater. From his work as a part- 
time agent, Gifford T. Vermillion, man- 
ager, saw great possibilities for Mr. Frei 
as a producer if he devoted his entire 
time to the life business. -Mr. Vermil- 
lion told him he could affort to give his 
store away if he would go on full time, | 
because he would be able to build up | 





a production that would more than pay 
for the business he had. He was finally 
convinced of the soundness of the argu- 
ments and took the step. 

Mr. Frei’s forte is covering entire fam- 
ilies. In one of his cases he wrote the 
father, mother, daughter and three sons. 
Another case he secured was the life 
insurance on every member of the Bran- 
don, Wis., high school basketball team. 
with the exception of one member whom 
he has not yet been able to see. 


Fred W. Scott of 
member of the law firm of Scott & 
Purdy and a director of the Standard 
Life of Pittsburgh, who also was promi- 
nent in financial circles, died last week 
in a hospital there, where he underwent 
an operation for appendicitis two weeks 
previous. Mr. Scott was a director and 
vice-president of numerous corporations 
and had been active in Republican poli- 
tics in Pennsylvania. 


Pittsburgh, senior 


Virgil M. Shively, for the past eight 


vears district manager of the Mutual 
Life at Evansville, Ind., died at his 
home there Thursday, after a brief ill- 


ness. He was well known among in- 
surance men of southern Indiana and 
northern Kentucky. 


C. A. Craig, president of the National 
Life & Accident, has gone to Colorado 
Springs, to spend the remainder of the 
summer. Mr. Craig only 
covered from an attack of appendicitis 
which necessitated an operation. 

Alonzo F. Herndon, president of the 
Atlanta Life, died at his home in Atlanta 
last Friday, aged 65. The Atlanta Life 
is a Negro company writing industrial 
life and health business. Mr. Herndon 
moved to Atlanta from a plantation 
when he was in his early 20s. He 
opened a small barber shop, which at 
the time of his death had grown into.an 
establishment a block long. He had 
other business interests and had 


many 
amassed a considerable fortune. One of 
his interests was the Southview Ceme- 


tery Association, of which he was presi- 


dent. 


Charles Ritchie, manager of the office 
of the Prudential at 2770 Broadway, 
New York City, foiled a bold daylight 
hold-up Saturday morning by his great 
courage and presence of mind, forcing 
two robbers who fell upon him to flee 
empty-handed. Returning from a bank 
two blocks away with a $3,000 payroll 
in an envelope under his arm, $15 of 
which was in silver, Mr. Ritchie had 
just reached the head of the stairs out- 
side his office when two unarmed men 
rushed out at him from the lavatory. 
Yelling at the top of his voice, he de- 
fended himself so stoutly that the hold- 
ups turned and fled downstairs with Mr. 
Ritchie in hot pursuit. 

When Mr. Ritchie returned from the 
chase, fearing the robbers might have 
snatched some money from him during 
the fight, he examined his battered en- 
velope and found $2,999.25. When he 
turned his umbrella up a few moments 
later, two quarters dropped to the floor, 
making his net loss in the hold-up 25 
cents. 

THe NATIONAL UNDERWRITER 
sent out a circular through the subscrip- 
tion department. On one side was the 
heading, “Why Do I Read an Insurance 
Paper? One of the subscribers of 
THE NATIONAL UNDERWRITER sends back a 


little bit of verse entitled “Why” as 
follows: 
wHy 
In time of stress 
Can sit tighter: 


In business deal 
Better fighter; 
Purse heavier, 
But heart lighter, 
Because I read 
The Underwriter 
oo. & 2 


recently re-\7 


recently 
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~ LIFE AGENCY CHANGES 


GILCHREST IS GENERAL AGENT 


ly ee 


1- Cclumbian National Life Announces 2 0 000 
Establishment of New Chicago Of- | ; ’ 
i- 


fice—Another Connection Made 




















16 
S. y 
fe Elon B. Gilchrest has been appointed | New Prospects Each ear f 
n- a general agent in Chicago for the Co- | : 
n, lumbian National Life. His offices are | ¢ 
m at 739, 164 West Jackson blvd. Mr. Gil- | Our little booklet 
chrest was an assistant manager in the | e ‘ 
life department of the Travelers in Chi- | ; That iS approximately the number 
or cago trom 1925 until his appointment | “Your Dream for 
& by the Columbian National. Previous | / . ° ; h 
rd to 1925 he was with the Travelers in | the future of your of newly born children ar©riy Ing eac 
1i- Rhode Island, and before that was con- / ~ + 
, nected with the company in the Mich- | . . ae ? ° ° - * 
. igan and Maine fields. For the pres- | Boy or Girl can be year in the United States. 
ks ent Mr. Gilchrest will operate on the | Realized” 
nd brokerage basis, but he intends build- | 
ns —_— agent a 
a ‘he Macraft Underwriters Agency, a > is ~ . ° - 
. 180 North Michigan, Chicago, general will be furnished Each child 18S a new prospect for the 
insurance office, has established a life upon request. 
ht department and will represent the Co- 


al jumbian National Life. Gil. Vergslien Juvenile Policy of The Lincoln National 


Lie is president of the firm. M. A. Weldon 


ill- has been in charge of the Columbian Life 
in. National’s office at 208 South LaSalle ’ 
ad street since the resignation of W. W. 


Tate about the first of the year. The 
three organizations will operate inde- 


pendently of one another. - Tats ‘ : , ' 
ao Establishment of the two new offices The Lincoln National Life Juvenile 
the ws in Chicago is in line with the company’s 


BR oe: _ Policy is written on the lives of children 


metropolitan area. 


4 ages 1 day up to 14 years. The Payor 








the . ‘ ° 

nta George S. Rodgers has been appointed y & . j ‘% F 

wife agency manager for the Equitable Life insurance feature proy ides for waiver of 
rial of Iowa at Worcester, Mass. His life . : h 
jon insurance experience has all been with f further premiums in the event of t e 
jon the ae Life of New York, which 

He company he has represented for the see alle ‘ 

at past 20 years, starting as a soliciting death or disability of the father. 

an agent. When he resigned, he held the 

had position of agency supervisor for the 
a New — States, with headquar- 

> oO ters at Worcester. Besides taking care ~ . - « 
me- of his supervisory duties, Mr. Raden Lincoln National Life representa- 
esi- has always enjoyed an excellent per- | 


sonal production. 





| tives always have a fertile field of pros- 
ffice Luther C. Barnes 


ray Luther C. Shouse ten been appohned pects on which to work for new ones are 


— manager of the Equitable Life ° ° . 
of Iowa at Richmond, Ind. He will be sure et AV te 
associated with B. F. Paugh, agency arriving each day In his community. 


yank manager at Dayton, O. Mr. Barnes has 





roll been in educational work for the last $ 

: of tour years. Previous to that he spent 

had ten years in life insurance selling. While | 
ont with the Cleveland Life, Mr. Barnes was 

men an agent under Howard S. Sutphen, 

va present general agent of the Equitable 

ge at Pittsburgh. 














i LV, Barnes | (ink UP(())WiTH THE LINCOLN) 


V. Barnes, who has been general 











the agent of the Equitable Life of lowa at | 

have Springfield, Ill., for the past 11 years, 

ring has resigned as general agent and 7 

| en- moved to Kansas City where he will he 

a he devote his time to personal production. 

rents e - € 

loor, H. H. Smith and R. M. McKinney | ] N Tl n | | ife 
wiles H. H. Smith and R. M. McKinney, | Inco n a O a 


representing the Kansas City Life, have 
opened offices at Russellville, Ark. They 





-. a Se Insurance Company 
x 2 including the territory west from Pulaski 
; on county to Oklahoma and north to the | 
—eer Missouri line. 
“ > Del 2 ’3? 
es L. E. Dalager “Its Name Indicates Its Character 


-L. E. Dalager has been appointed 
istrict manager for the Equitable Life 
of Iowa at Marion, O. He will develop | 
the Marion territory of the Dayton | 
seency which is under the direction =f 

F. Paugh. Mr. Dalager has been in : 
the life inoaenaen el since 1920, | More Than $485 ,000,000 in Force 
beginning with the Aetna Life and be- 
r coming district manager and supervisor 
: tor that company. He was district 


| 
a 





Lincoln Life Bldg. Fort Wayne, Ind. 
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manager and field assistant for the 
Equitable Life of New York in 1925 
and now goes with the Equitable Life of 
Iowa as district manager. 


Paul A. McBride 


Paul A. McBride has been made man- 
ager of the Erie, Pa., office of the Fidel- 
ity Mutual Life. A. W. Palm, former 
district manager, will be associated with 
Mr. McBride. New offices are being 
opened in the Marine Bank building. 


O. H. Miller 


O. H. Miller has been appointed man- 
ager of the life department in the Ar- 
thur Fisher Company, general agents 
of the Pan-American Life in Cleveland, 
O. Mr. Miller has been in the life in- 
surance business for many years and 


formerly was a Cleveland general agent | 


for a large eastern company. 


Fidelity Mutual Appointments 


The Fidelity Mutual Life has ap- 
pointed Walter R. Bulger, manager at 


Saginaw, Mich.; E. C. Pearson at Bing- 
hamton, N. Y.; Earl J. Brady at Utica, 
N. Y., and Paul A. McBride at Erie, Pa. 


R. C. Caldwell 


The International Life announces the 
appointment of R. C. Caldwell as man- 
ager for Minnesota with headquarters in 
Minneapolis. For three years prior to 
joining the International Life Mr. Cald- 
well was field superintendent of agents 
for the Central Life of Des Moines, and 
before being appointed to that office 
acted as a general agent for the Des 
Moines company. 





Life Agency Notes 


J. Ware Walker of Montgomery, Ala., 
has been appointed general agent for the 
Pilot Life of Greensboro. Cc. 

A. M. Sheldon, former director and 
vice-president of the Northwestern Lum- 
bermen’s Insurance Association, Minne- 
apolis, has joined the Minneapolis office of 
Marsh & McLennan as manager of the 
life and accident department. Mr. Shel- 
don is a former president of the Minne- 
| apolis Civic & Commerce Association and 
' the Minneapolis council of social agencies. 











EASTERN STATES ACTIVITIES 














MERELY CONSULTED DOCTOR 


Evidence Showed that Assured Had Not 
Been Under Care of Physician 
According to Policy 


In De Fazio vs. Metropolitan Life, 
New York supreme court, appellate 
term, 222 N. Y. S. 60, an action was 
brought to recover upon a policy. The 
insured in applying for the policy rep- 
resented that she had not been under 
the care of a physician for five years 
prior to the date of the application. The 
company denied liability on the ground 
that this representation was false and 
introduced evidence that tended to show 
that the insured had in fact consulted 
a physician at least upon one occasion 
during the time named. The trial court 
directed a verdict for the company. On 
appeal the higher court in holding that 
this direction of a verdict was error and 
in reversing the judgment said: 


Not Under Physician’s Care 


“The representation in this case is, not 
that the assured had not consulted or 
been treated by any physician within 
five years of the application ... . but 
that she had not been ‘under the care’ 
of a physician during that period. 

“It was not shown that the assured 
was under the care of Dr. Klein, the 
only physician licensed to practice med- 
icine in New York called by the de- 
fendant, because the definite testimony 
in the case with respect to treatment by 
that doctor is that he merely called once 
and told the plaintiff to give the assured 
a hot drink for a cold, and the testimony 


of the Italian physician, not admitted 
to practice medicine in this state, is 
that he merely ‘advised’ her two or 


three years before she died. It follows 
that the direction of a verdict for the 
defendant was error.” 





New Maryland Deputy Commissioner 


Hazelton Joyce has been appointed 
deputy insurance commissioner of Mary- 
land, succeeding the late Wilson N. 
Coudon. Mr. Joyce has been connected 
with the insurance department for a 
number of years and has occupied prac- 
tically every position at some time or 
another with the exception of commis- 
sioner. 


Michigan Agent’s License Suspended 


License of J. M. Langston, agent at 
Hastings, Mich., for the Guarantee Fund 
Life of Omaha, has been suspended for 
three months by Commissioner Living- 
ston. 
hearing held in the department offices 


of twisting policies and misrepresenting | 


coverage to prospects. Other agents 
of the community were complainants. 


Mr. Langston was accused at a | 


QUICK THINKING SAVED DAY 





Resourceful Agent of the Union Cen- 
tral Life Held Original Application 
of a Farmer 


A resourceful agent for the Union 
Central Life at Worcester, Mass., re- 
cently exhibited presence of mind in an 
emergency which saved a reduced ap- 
plication, according to General Agent 
W. Gray Harris. In company with a 
colleague and the medical examiner, the 
agent was out calling on old policy- 
holders. They found a farmer who had 
a small policy and proceeded to sell 
him another for $3,000. It was not easy 
for the farmer was canny and close but 
a burst of persuasion did the trick and 
the examiner had the applicant all 
bound up in a trice. 

A moment of reflection upon the part 
of the applicant made him reconsider 
and he said with a mild drawl, “I ain't 
goin’ to take but $1,500.” The agent 
thought hard and fast pulled an old 
manual from his pocket and pointed out 
the rule. 

“Sorry, sir,” he said, “but you see 
when once the application is signed we 
can’t change it or make any alterations 


at all.” 
All the farmer said was, “Oh!” 


Boston School Graduation 


Seventy-eight members of the life in- 
surance school held under the auspices 
of the Boston Life Underwriters Asso- 
ciation the past seven weeks were grad- 
uated at special exercises in the New 
England Mutual Life home office build- 
ing. Temporary certificates were given 
out which call for the writing of $100,- 
000 on ten lives within the next year 
before final diplomas are awarded. 

George H. Tracy, chairman of the 
educational committee of the local asso- 
ciation; Vincent B. Coffin, Ralph G. 
Engelsman and Frank M. See, who com- 
posed the faculty of the school, spoke 
briefly and interestingly. The affair 
was attended by 50 or more prominent 
general agents of the city. 

In a final test interview staged by 
Miss Lonise Hall of the Massachusetts 
Mutual and Alfred T. Haskell of the 
Penn Mutual as the prospects, and Mrs. 
Marion C. Bundy of the Penn Mutual 
and James R. Warren of the Massa- 
| chusetts Mutual as the agents, Mr. War- 
ren won the prize. 





Woods Is ‘Altoona Speaker 


Edward A. Woods of Pittsburgh was 
a guest of the Equitable Life agency at 
| Altoona, Pa., at a dinner meeting. R. 

S. Hersperger, district manager at Al- 
| toona, presided as toastmaster. 


Mr. Woods dwelt chiefly on the pur- 


chase of annuities, which he claimed has 
greatly increased in the past five years. 
He attributed this chiefly to the healthy 
business and financial conditions pre- 
vailing for some years past. Inciden- 
tally, Mr. Hersperger pointed out that 
the purchase of annuities has also shown 
a considerable increase in the Altoona 
field of late. 


New Hampshire Legislation 
The American Life Convention bul- 
letin has printed a resume of the recent 
session of the New Hampshire legisla- 
ture. But two measures of interest to 
insurance companies were enacted. 





Senate Bill No. 68 exempts non-resi- 
dents who pay transfer taxes in another 
state. Measure designated Chapter 104, 
Laws 1927. 

House Bill No .99 amending Sections 
18 and 19, Chapter 275, P. L. so as to 
provide that all life insurance written 
by foreign companies must be written 
or placed by resident agent, regularly 
commissioned and licensed to transact 
business in the state. No company shall, 
by its officers, agents or managers not 
residents of New Hampshire, write poli- 
cies or contracts of insurance effective 
within state upon blanks previously 
countersigned by an agent in state. 
Designated Chapter 95, Laws 1927. 
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FORM NEW KANSAS COMPANY 


United Life of Salina, Kan., to Be 
Linked Up with Other Corpora- 
tions Controlled by C. L. Brown 


The United Life of Salina, Kan., is 
in process of organization, and an appli- 
cation for a charter is to be submitted 
to the state charter board within a few 
days. This will be another of the C. 
L. Brown companies. C. L. Brown is 
regarded as one of the most successful 
organizers of industrial and business 
concerns in the state. His telephone, 
light, power and other utility com- 
panies have been very successful. He 
has recently taken over the operation of 
a large chain of grocery stores and also 
is in the banking and investment busi- 
ness for the benefit of his employes. 

The life company will be one of the 
chain of “United” companies controlled 
by Mr. Brown. It will have $100,000 
capital and $50,000 surplus. It is to be 
organized without a cent of promotion 
expense except the necessary charter 
and legal fees incident to the organiza- 
tion work. The 1,500 employes of the 
Brown companies will be offered a part 
of the stock. 

The new company will have an ex- 
perienced life insurance man as manager 
and an actuary. The employes of the 
various Brown companies will be of- 
fered policies before any effort is made 
to sell the insurance to the public. 
After the employes are insured the com- 
pany then will offer its policies to the 
public on a strictly old line legal reserve 
basis. 

C. L. Brown is to be president of the 
company. All of the directors are of- 
ficials of the various companies which 
Brown now controls and operates. 


Wisconsin Tax Bill Signed 


The Chase bill, which repeals the $300 
annual license fee for foreign life com- 
panies and puts them on a new basis of 
taxation in Wisconsin, has been signed 
by Governor Zimmerman. 

Foreign life companies now will have 
to pav 2 percent on the excess of their 
annual gross premiums on the lives of 
Wisconsin residents. They are per- 
mitted, however, to deduct all sums ap- 
portioned to premium paving policies 
on the lives of Wisconsin residents from 
one distribution of profits, savings. earn- 
ings or surplus, which, before the ex- 
piration of the calendar year next suc- 
ceeding such apportionment. have been 
paid either in cash or applied in part 
pavment of premiums. 

The old method imposed a flat license 
fee of $300 annually on foreign 


panies unless they were domiciled in 





NEBRASKA DIRECTORY ISSUED 


New Insurance Handbook Gives Full 
Information as to the State— 
Valuable as Reference 


Tue NaTIONAL UNDERWRITER is issuing 
a new edition of the Nebraska Insurance 
Directory. It was formerly combined 
with Kansas, but the two states have 
been separated because each has grown 
in size and importance from an insur- 
ance standpoint and the combination 
made too large a volume for convenient 
use. 

The Nebraska Hand Book shows that 
in the state there are over 500 com- 
panies admitted. There are 169 stock 
companies writing fire and allied lines, 
24 mutuals outside the state, 77 Nebraska 
mutuals, the others being local in their 
operations. There are reciprocals. 
There are 127 casualty and surety com- 
panies operating in the state, 30 of which 
are mutuals. There are 100 life com- 
panies. Full information is given re- 
garding every company licensed in the 
state. The book contains 244 pages, 
most of it showing the information re- 
garding each city and town giving the 
local agents and the companies they rep- 


resent. There is a premium and loss 
record, a list of the field men, general 
agents, state organizations, etc. It 


makes a valuable reference book for in- 
surance people interested in Nebraska. 





Outing for Aetna Agents 


O. T. Cropper of Topeka, general 
agent for the Aetna Life, took all of his 
agents on a business-outing trip to Lake 
Taneycomo, Mo., if they had completed 
60 percent of their annual quota by July 
1. Practically every regular agent for 
the company had completed more than 
the quota. All expenses of the agents 
are being borne by the general agency. 

Each morning for three hours there 
insurance salesmanship 


is an intensive 
school. Before school time and through- 
out the afternoon the agents can fish 


swim, go boating or wandering around 
as they please. In the evenings there 
are dances and other entertainment. 


Dr. Rockwell to Speak 


Dr. Charles J. Rockwell, director of 
the Rockwell School of Life Insurance, 
will be the principal speaker at the 
agency meeting in the Samuel Heifetz 
Chicago general agency of the Mutual 
Life next Monday morning. Dr. Rock- 


| well is one of a number of prominent 


| men 


com- 


states where the retaliatory law was in | 


effect. 


Wisconsin companies will continue to | 


nev 3 percent of the gross income from 
all sources, with the exception of inter- 
est required to provide and maintain re- 
serves according to the state law. In- 
come from rents of real estate on which 
taxes already have been paid is excepted 
as are premiums on policies and con- 
tracts for annuities. 


| first six months of the vear. 


| Spaulding agency 


who have addressed the Heifetz 
agency staff during the spring and sum- 
mer months 


Vermillion Agency Leads 


The Vermillion agency of Mutual Life 
of New York, Milwaukee, is leading in 
the contest with the Heifetz agency and 
the Spaulding agency of Chicago for the 
It is ahead 
of the Heifetz agency by $390,918 and 
the Spaulding agency by $185,243. The 
overtook $500,000 0! 
had at 


re- 


the lead the Vermillion agency 
the end of May. Mr. Vermillion 
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A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 
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A Life Insurance Trust furnishes 
the additional safeguard. 


YOU CREATE—WE CONSERVE. 
CALIFORNIA TRUST CO. 


Entire 3rd Floor 629 So. Spring St. 
LOS ANGELES 


“The Trust Company of the 
California Bank Group” 








ILLINOIS 








| 
UR $2,000,000 S Reserve Fund 
protects beneficiaries of life insur- 
ance trusts from loss on interest bearing 
securities of our selection. 
The nature and extent of this under- 
taking are set forth in a declaration of 
trust available on request. 


CHICAGO TITLE & 














| TRUST COMPANY 













MARY: AA 


BALTIMORE 
Robertson Griswold Vice President and Trust Officer | 











MASSACHUSETTS 
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New England’s 
Largest Corporate Fiduciary 


Individual Trusts. . .$133,000,000 
Corporate Trust 898 ,000,000 
Agency Acccunt . . 348,000,000 


TRUST DEP4RTMENT 


O_Lp GOLONY 


Trust CoMPANY 























7 Me ay underwriter who can 
Prez be swung over to the 
He trust company form of ad- 
ae eG ¢ ministration will double his 


>" . business.” 





@ prominent underwriter. 


First Trust and Savings Bank 


Chicago 





Excerpt from an article by - 











The Oldest and Largest 
Trust Company in the 
Northwest 





Charles V. Smith, Vice President and Trust Officer 
C. E. Drake, M. K. Mark, Assistant Trust Officers 


THE MINNESOTA LOAN & TRUSTCO 


MINNEAPOLIS. MINNESOTA 
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of the first Insurance Trust 


| March 18, 1891, is the date 
| Agreement drawn by us. 
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‘THE NORTHERN 
| TRUST COMPANY 


CHICAGO 

















THE 
PEOPLES TRUST AND SAVINGS 


BANK OF CHICAGO 


MICHIGAN BOULEVARD at WASHINGTON STREET 
CHICAGO 


Earle H. Reynolds 


ham 
PRESIDENT 


V oer re 
Floyd B. We 
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THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 
57 Broadway 
TRUST DEPARTMENT 


VICE PRESIDENTS 
George E. Warren 

TRUST OFFICER 

George A. Kinney 

ASSISTANT TRUST OFFICERS 

Howard F. Walsh 
George L rce 
Edward S. Dix 


Reeve Schley 





Frederick Pintard H 














A New Department 


Life Insurance Trusts and Estate Problems are 
today of vital interest to every life insurance 
man. The National Underwriter takes great f 
pleasure, therefore, in presenting to its readers | 
this new listing of responsible financial institu- | 
tions which are particularly well equipped to 
render valuable service to the life insurance man 
dealing with Life Insurance Trust and other 
Estate Problems. 


| “I'll Make Assurance Double Sure” 


| An explanation of the advantages of the 
life insurance trust. Send for a copy. 


| THE EQUITABLE 
| TRUST COMPANY 


OF NEW YORK 
37 Wall Street 























CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 


Brings to the duties of Administrator, Exec- 
utor, Trustee, Guardian and Custodian 
the experience of more than a century. 























be» ager og is glad to coperate impar- 

tially with a Ni insurance representatives 
on any practical basis for the promotion of 
life insurance trust business. 


Guaranty Trust Company 


of New York 
140 Broadway 

















We have a sympathetic understanding 
of the life underwriter’s problems. 


Central National Bank 
of Cleveland 


PENNSYLVANIA 





An Insurance 
Trust 1s Safe, 
Economical 
and 
Convenient 





Cha pose rT 836 








The National Underwriter 
CHICAGO 


Girard Trust PE! 


Broad and Chestnut Streets, Philadelphia 
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ported that his agency paid for $1,003,- 
000 in June. 


Chicago in Third Place 
Life 


The Connecticut General 


cago 


| the 
| the Chicago branch is giving a good 
Chi- | account of itself. 


_THE N ATIONAL 


branch office came third in the 
list of offices for June in paid premiums, | 
The month before it was 10th. Under 
management of Karl B. Korrady, 
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POLICYHOLDERS AT BANQUET 


Officers of New Protective Life of Ala- 
bama Hold First Meeting 


Since Merger 
The first meeting of the officers of 
the consolidated Protective Life, re- 
cently merged from the Alabama Na- 
tional Life and the Protective Life, was 
held recently at Anniston, Ala. More 


than 100 guests were entertained by the 
company at a barbecue dinner. The 
meeting was attended by prominent pol- 
icyholders and prospective policyholders 
of the company in Anniston. 

The program consisted of a one- ~act 
play entitled “The Heart of the Estate,” 
presented by home office employes, and 
speeches by Sam F. Clabaugh, president 
of the new Protective Life; former 
Governor William D. Jelks, chairman 
of the board and former president of the 
Protective Life; Ben W. Lacy, vice- 
president, and Judge Charles S. Layden. 
As a remembrance of the affair each 
guest was presented with a copy of the 
1927 edition of the “Blue Book of South- 
ern Progress.” The banquet preceded a 
drive which is being made to acquaint 
the people of Anniston with the policies 
and service of the new company. 


Ask Receiver for Mutual Aid 


Mismanagement and misappropriation 
of funds of the Mutual Aid Union of 
Arkansas is charged in a petition filed 
in the circuit court at Bentonville, Ark., 
by R. H. Whitlow and others. The suit 
asks for an accounting by its officers of 
the funds alleged to have been misap- 
propriated or diverted to the 
other organizations and asks 
ment of a receiver for the Mutual Aid 
Union of Arkansas, the Mutual Aid 
Union of Oklahoma, the Progressive 
Life, the Union Aid Life and the Union 
Life. 

The Union Life and the Union Aid 
Life are heavily indebted to the Mutual 
Aid, according to the petition, 


declares that the affairs of the compa- | 
nies are so intermingled that a receiver | 


for all of them is necessary to preserve 


the assets and protect the members of | 


the Mutual Aid Union. 

The Mutual Aid Union is a mutual 
pro rata assessment insurance associa- 
tion with 60,000 members. Indebted- 
ness to members of at least $410,000 is 


alleged in the suit. 


Life Men on Election Commission 


Appointment of two well known 
Nashville insurance men to the county 
board of election commissioners there 
was announced last week. They aré 
W. M. Carr, general agent for the Con- 
necticut Mutual, and Everett A. Mc- 
Cord, general agent for the Inter-South- 
ern Life. 

Mr. McCord has been a member of 
the election commission for 
years, while Mr. Carr has been asso- 
ciated with the board for the past 12 
years, 


Business Is Better 


G. H. Campbell, general agent for the 
Aetna Life at Little Rock, Ark., reports 
that during April and May business in 
his territory dropped to about 25 per- 
cent of normal because of flood condi- 
tions. He says, however, that since 
then business has improved materially 
with all agents who have succeeded in 
convincing themselves that the flood 
was not permanently disastrous. “The 
greatest single handicap to securing | 
business at the present time,” says Mr. 


Campbell, 
agent himself. 
been able to convince 
there 
shown by production during the last 30 
days that it can be done. 

"We put on a special drive for appli- 
cations in June, with the result that it 
was the best month we have had this 


Those agents who have 
themselves that 


in volume.” 


Mutual Aid Associations Meet 


The state convention of local mutual 
aid associations in Texas was held at Min- 


“is the mental attitude of the | 


is business to be obtained have | 


year, both in number of applications and | 


U NDERW RITER | 


| eral Wells. Commissioner R. L. Danicl spoke 
on “Safeguarding the Future of Local Mu- 
tual Aids. The sessions were presided 
over by President Elmo Wall of Lub- 
bock. W. C. Francis of Paris is secre- 
tary-treasurer of the organization. 





Launches Slogan Contest 


In connection with an extensive edu- 
cational campaign to be launched by the 
Oklahoma Life shortly, N. Bert Smith, 

| president, has offered cash prizes to the 
amount of $200 for the best design or 
emblem illustrating the name of the 
company and its aim, with a fitting slo- 
gan, to be used in the campaign. The 
educational campaign is to be conducted 
on the general topic, “The Value of Life 
Insurance.” 


Lamar Life Statement 


semi-annual statement of the 
Jackson, Miss., shows 
capital $130,000, net 
in force 


| _ The 
| Lamar Life of 
assets of $5,231,951, 
| surplus $180,000, life insurance 
July 1, $55,053,155. 
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CONVENTION WELL ATTENDED 


More Than 200 Northern Life Field 
Men Gather in Seattle for Com- 
pany’s Annual Meeting 


SEATTLE, July 27.—More than 200 
field men of the Northern Life, repre- 
senting every section of the company’s 
territory, gathered at the home office 
here to attend the annual meeting of the 
$100,000 Club. 

The meeting was called to order by 
H. L. Quigley of Seattle, retiring club 
president. An official welcome was ex- 
tended the delegates by Mayor Bertha 
M. Landes. President D. B. Morgan 
also welcomed the field men, telling of 








use of | 
appoint- | 


which , 


several | 


the Northern Life’s progress and future 
plans, including the erection of the new 
home office building, the Northern Life 
tower. 

0. E. 


| O. E. Evans, general agent at Sacra- 
mento, Cal., was announced as president 
of the $100,000 Club for the coming 
year. He led the entire field force for 
personal production the last 12 months, 
and was installed at a luncheon meeting 
}at the Seattle Chamber of Commerce. 
F. D. Addis of San Diego, Cal., was an- 
nounced as the new vice-president. He 
won second place for personal produc- 
| tion during the vear. 
H. L. Quigley, retiring president, 
| announced as the “leading underwriter 
for 1925. 
the Northern Life agency force for com- 
bined personal business and rate of re- 
newal for the succeeding year. Under 
this plan of measuring the merit of an 
agent's work, 
be determined until 18 months after the 
year for which the honor is awarded. 
The opening day was given over to 
business talks by home office officials 
and leading field men. The second day 
{| was devoted largely to a conference of 
general agents and managers at the 
home office with Vice-President D. M. 
| Morgan presiding. 
A feature of the program the first 
|afternoon was an address, “Insurance 
As Seen by a Layman,” by Rev. Dr. J. 
| Ralph Magee, pastor of the First Meth- 
| odist Church of Seattle. At the annual 
| banquet and dance, H. O. Fishback, 
Washington insurance commissioner, 
and Prof. Clark P. Bissett of the fac- 


tvans New President 


was 





| 


| ulty of the University of Washington, 
| were guests of honor and_ principal 
| speakers. 


On the last two days convention head- 
quarters were transferred to Mount 
| Rainier National Park, where the dele- 
| gates were taken on a special observa- 


tion train. A golf tournament among 
the delegates was also a of the 
‘entertainment provided. 


part 


» | shall be 


This was the fifth year he led | 


the winning man cannot | 


LEGISLATION IN CALIFORNIA 


American Life Convention Issues Bul- 
letin Giving Information on Laws 
Passed at Recent Session 


The American Life Convention bul- 
letin briefly summarizes the legislative 
measures of interest to life companies 
that were passed by the California law- 
makers. These measures are: 

Senate Bill No. 53 which amends Sec. 
589, Pol. Code to increase the salary of 
the deputy insurance commissioner from 
$2,700 to $4,500. Act designated Chap- 
ter 376, Laws 1927. 

Senate Bill No. 259 adding new Sec. 
629-B so as to define group life insur- 
ance and _ provide policy provisions 
therefore. Designated Chapter 657. 

Senate Bill No. 260 adding new Sec. 
2768 to civil code to provide policy may 
contain provisions that proceeds or pay- 
ments there under shall not be subject 
to transfer, anticipation or commutation 
or encumbrance by any beneficiary and 
exempting same from creditors of or 
legal process against any beneficiary. 
Act designated Chapter 658. 

Minimum Standard for Group 


Senate Bill No. 261 amending Sec 
629-A to provide that the legal minimum 
standard for valuation of group term 
policies under which premium rates are 
not guaranteed for more than five years, 
the American Men _ ultimate 
table at 3% percent. Act designated 
Chapter 659. 

Senate Bill No. 
related to the affirmation of 
ance policies by minors, but 
amended would apparently 
life insurance in any respect. 
nated Chapter 876. 

Senate Bill No. 





262 which originally 
life insur- 
which as 
not affect 
Act desig- 


701 requiring insur- 
ance agents and brokers to obtain 
licenses from insurance commissioner, 
and requiring employer to furnish state- 
ment that agent or broker is of good 
repute and has had experience or special 
instruction ,and authorizing commis- 


sioner to revoke license for cause, after 
hearing. Act has been designated Chap- 
ter 882. 


Provides for Insolvency 


Senate Bill No. 734 amending Sec. 
| 602, Pol. Code relating to the insolvency 
of insurance companies, so as to provide 
that when any life insurance company’s 
liabilities for losses reported, expenses, 
taxes and all other indebtedness, and in- 
| cluding provisions for unearned income 
| and for reinsurance of certain outstand- 
| ing risks, are in excess of its assets, such 
| company in insolvent. Act designated 
} 
j 
| 
} 





Chapter 801. 
Senate Bill No. 834 amending Sec. 11 
vital statistics law approved 


and 22, 
1915, and relating to records 


| May 19, 
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of deaths and burials. Act designated 
Chapter 715. 

House Bill No. 827 amending Sec. 
594, Pol. Code relating to classifications 
of insurance. Retains provision requir- 
ing life company to possess at least $200,- 
000 capital stock. Makes no change 
with reference to life, health or accident 
insurane. Act designated Chapter 697. 

House Bill No. 1263 an emergency 
measure taking intangible securities 1.45 
percent on full cash value. Act desig- 
nated Chapter 223. 


Half-Year Experience Varies 


Experiences differ as regards life in- 
surance in the Pacific Coast territory for 
the first six months of this year, some 
companies reporting an increase in pro- 
duction with others showing a decrease. 
Mortality also varies, one California 
company reporting 43.5 percent as 
against 46.3 percent for the correspond- 
ing period of 1926. All companies ex- 
press themselves as looking forward to 
maintained production for the balance of 
the year, although it is realized that 
times are not “easy” and that to main- 
tain production sales effort must be ex- 
pended. 


Adds Life Department 


The Carl N. Corwin general agency of 
San Francisco has added a life and cas- 
ualty department. R. L. MacConnel, for- 
merly assistant manager of the Missouri 
State Life, will have charge of the life 
end and John R. Hanna will be the cas- 
ualty manager for the recently acquired 
Northwestern Casualty & Surety. 





Attend Bohemian “Jinks” 


FRANCISCO, July 27—The Bo- 
Club jinks, held annually in 
Bohemian Grove, accounts for the ab- 
sence of many of the managers from 
their offices this week. Many insurance 
men from all parts of the country will 
be present at this celebration, which 
lasts for a week. Among the visitors 
from New York is Gen. S. Herbert Wolfe, 
well known actuary, who is one of the 
Pacific Mutual Life party. 


ADVERTISING CONFERENCE 
PROGRAM MEETING SET 


SAN 
hemian 


Late in August Clifford Elvins, adver- 
tising manager of the Imperial Life ot 
Toronto and president of the Insurance 
Advertising Conference, and W. W. 
Darrow, advertising manager of the 
Home of New York and secretary of 
the conference, will meet in Chicago 
with other executive committee mem- 
bers to work out the details of the pro- 
gram for the meeting of the conference 
in the Stevens hotel in Chicago, Oct. 17- 
18. John Hall Woods, advertising man- 
ager of the Great Northern Life, is 
chairman of the program and member- 


ship committees of the conference, and 
will work with Mr. Elvins and Mr. 
Darrow. At present no list of speakers 


is available. It is likely the convention 
will follow in its general lines the one 
held in Hartford in May. 

The Direct Mail Advertising Associa- 
tion meets in Chicago the same week 
and in the same hotel as the Insurance 
Advertising Conference. The members 
of the Insurance Advertising Conference 
attending the convention will be urged 
to stay in the city and meet with the 
delegates to the Direct Mail convention. 
It is the hope of the program committee 
that the October convention will eclipse 
the Hartford convention or the Detroit 
convention, which preceded and was 
better attended than the Hartford meet- 
ing. The conference has a representa- 
tive membership in the middle west, and 
a good turnout is expected at the Chi- 
cago meeting. 


Group Policy for Bucknell 

Through the cooperation of the trus- 
tees, faculty members and employes of 
Bucknell University have secured insur- 
ance protection on the g group plan. The 
group life contract was written through 
the Shirley Agency, 
the Connecticut General Life. The case 
totals $350,000 and is on a cooperative 
basis. the trustees paying part of the 
premium. 


Pittsburgh, Pa., of 
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We have openings in Ala., Ark., Dela., D. C., Fla., Ga., Til, Ia., Kans., Md., Mich., 
inn., N. M., N. C., Okla., S. D., W. Va. and Wyo. 


Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. ; ; 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. : 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. ; 
Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. ’ 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE. President 

















You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 
| in life insurance field work. 
} 
} 


During 84 years the first American legal reserve nrutual life insurance 
company has been served and built to greatness by men who found both 
success and satisfaction in so doing. 


| This company writes all standard forms of insurance and annuities on 
| both men‘and women. Age limits 10 to 70. 


! Those who contemplate life insur- 
ance field work are invited to apply to 


| The Mutual Life Insurance Co. 
| of New York 


34 NASSAU STREET NEW YORK, N. Y. 

















EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through an 
Agency Force of Selected and Trained Men, has Formed 
the Character that Explains our Reputation. 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 


ee 


—~ 





Thirty-two Years of Personal Service 
HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 


and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 


T. F. BARRY, FOUNDER 


POSE BARRY DIETZ WILLIAM J. ALEXANDER 
President Secretary 











PATRICK HENRY 


stirred the hearts of his hearers by the irresisti- 
ble power of his oratory. But today, something 
besides beautiful language and personality is 
essential to selling of life insurance—‘“specifica- 
tions” must accompany and crystallize the theme 
of the spoken word. 


Clean-cut canvassing depends iargely upon the con- 
cise and logical presentation of the salient provisions 
of the policy contract. There must be a complete 
“meeting of minds” between the salesman and the 
prospect if there is to be an effective sale—a sale 
where the coverage is designed to fit the individual 
needs, tersely explained, as well as fully understood 
Personal Proposals as made by American Central 
fieldmen get instant attention. The Proposals are at 
tractive in appearance, possessing a smooth continuity 
which epitomizes the policy contract quickly, truth- 
fully, and in a memorable manner. 
— OO - 


BIGGER POLICIES are a natural outcome of 
more intelligent selling, as achieved through ad- 
herence to the American Central Personal Pro- 
posal which clearly demonstrates the simplest 
way to acquire adequate life insurance protection. 
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MAY REQUIRE NEW POLICIES 


Companies Face Possibility of Reprint- 
ing All Forms in Michigan, Under 
Recent Supreme Court Decision 


Many of the accident and health com- 
panies operating in Michigan may be 
forced to reprint all the policy forms 
used in that state, as a result of a recent 
decision of the Michigan supreme court 
in the case of Van Deusen vs. Interstate 
Business Men’s Accident, which is re- 
ported in 211 N. W., 991. 

This case involved a question of 
whether the claimant was to be paid 
under the confining or non-confining ill- 
ness clauses of the policy. It was ad- 
mitted that he was not strictly confined 
to the house and attorneys for the com- 
pany confessed judgment for the amount 
that would be due under the non-confin- 
ing provision. Judgment was entered by 
the court accordingly. 

In the policy in question, one line 
reading “house confining illness, $25 a 
week” was printed in larger type at the 
head of the paragraph defining the in- 
demnities to be paid for confining and 
non-confining illness. Attorneys for the 
claimant cited a provision of the Michi- 
gan statute to the effect that if the 
printing of one part of the policy is not 
as prominent as another, the part that 
is printed in prominent type shall con- 
trol. Attorneys for the company con- 
tended that the line in question was 
merely a heading, but the Michigan su- 
preme court decided on appeal that it 
was an integral part of the policy word- 
ing and that inasmuch as it was in larger 
and bolder type, any provision which 
might be regarded as in contradiction of 
it must be ignored. The court therefore 
allowed full indemnity on the basis pro- 
vided for confining illness. 

An interesting outgrowth of this de- 
cision is a suit brought recently by the 
same attorneys who handled the Van 
Deusen case against the Federal Life of 
Chicago under a Chicago “Tribune” 
travel accident policy. In that policy 
the benefits granted under the three 
sections of the policy are printed in 
bold type, although of the same size as 
the rest of the policy. It is contended 
by the attorneys that under the Van 
Deusen decision the parts of the policy 
printed in bold type established the ben- 
efits to be paid and the parts in lighter 
type, which specifically describe it as 
being a travel accident policy, should 
be eliminated from consideration, thus 
making it a policy that would pay the 
benefits listed for any kind of an acci- 
dent. That case has not yet come to 
trial, but the outcome is being awaited 
with great interest. 


F. F. Suter Made Agency Special 


Forest F. Suter, who until recently has 
been manager of the Columbus, O., office 
of the American Life & Accident of 
Louisville, Ky., has been appointed 
agency special in the company's Colum- 
bus branch. Mr. Suter started in the 
insurance business with the Kentucky 
Central Life & Accident and joined the 
American Life & Accident as an agent 
at the age of 18 He has always spe- 
cialized in industrial insurance. 


Renewal Transfers Discontinued 


The 
agers, 
company in 
northern New 
cident and health 
transferred from the 
agent or broker to the account of an- 
other agent or broker unless requests 
for such transfer is accompanied by ap- 
proval of the agent or broker of record. 
The rule is established at the request of 
general agents and managers and is ex- 
pected to result in a saving on clerical 
work. Also it is expected to eliminate 
many disputes among agents and pre- 
vent the practice of some agents of at- 
tempting to cut into the business of 
other agents of the same company. 





Travelers has announced to man- 
general agents and cashiers of the 
greater New York and 
Jersey that hereafter ac- 
renewals may not be 
account of one 





MERGER PLANS UNDER WAY 





Louisville Life & Accident, Recently 
Organized, May Consolidate With 
Equitable Life & Casualty 


Negotiations for merger or consoli- 
dation of the recently formed Louisville 
Life & Accident of Louisville with the 
Equitable Life & Casualty of Chicago 
are under way. The latter company is 
also a Kentucky corporation, but has 
had its home office for four years in the 
London Guarantee building, Chicago. 

Committees of the two boards have 
been appointed to confer regarding the 
proposed merger. C. homas, for- 
merly Kentucky insurance commis- 
sioner, is chairman of the committee 
of the Louisville Life & Accident. 
Charles Morris of Frankfort, Ky., for- 
mer attorney general of Kentucky, and 
Senator William Duffy of Louisville rep- 
resent the Equitable Life & Casualty in 
the negotiations. In event of the con- 
solidation, the commercial business will 
be amplified along with the industrial 
health and accident features. 

The combined company would have 
capital of approximately $300,000 and 
surplus of approximately $100,000. 


Life & Casualty Promotions 


and changes in the 
force of the Life & Casualty are 
nounced as follows: M. E. Creed, for- 
merly agent in the Baton Rouge dis- 
trict, promoted to superintendent in that 
district; A. B. Abernathy, promoted from 
agent in the Ashland City, Ky., district, 
to superintendent at Baton Rouge; C. H. 
Rush, Columbus, Ga., promoted to super- 
intendent in that district. Gainesville, 
Fla., has been detached from the Jack- 
sonville district, and made a separate 
district under District Manager C. N. 
Wilson. 


field 
an- 


Promotions 


National L. & A. Contest Winners 


In a contest conducted by the National 
Life & Accident covering production of 
accident and health business for April, 
May and June, Superintendent T. O. 
Wadlington of Hopkinsville won first 
prize for the largest increase in Class 
AAA, and Superintendent O. J. Lillevig 
of Akron for Classes AA and A. 

W. F. Burns, who has for sometime 
been in charge of a debit at Fort Worth, 
Tex., for the National Life & Accident, 
has been transferred to Springfield, Mo., 
and given charge of a staff there. 


Issues Health Bulletin 


The insurance department of the 
United States Chamber of Commerce has 
issued an interesting health bulletin on 
the relationship of health and commun- 
ity prosperity. It is an appeal for con- 
servation work in connection with com- 
munity health and points to the notable 
savings to be secured in this way. An 
eminent statistician is quoted as saying 
that the sickness bill of this country 
alone is at least $2,000,000,000 annually 
and premature death accounts for an 
even larger loss, $6,000,000,000 annually 


Little Rock Companies in New Building 


LITTLE ROCK, ARK., July 26—The 
Commonwealth Life and Commonwealth 
Accident have opened their new offices 
in the Commonwealth building here. S. R. 
Thomas of this city is president of both 
companies and William McCallum, also 
of Little Rock, is general manager of 
both, also serving the life company as 
secretary and the accident company as 
vice-president. The office of the com- 
panies was formerly in the New Don- 
aghey building. 


Opens Kansas City Claim Office 


In line with the policy adopted by the 


Federal Life of establishing its own 
claim offices in various sections of the 
country, Woel A. Diamond has been 


of an office just estab- 
dished in Kansas City, and will handle 
claims in western Missouri, Kansas and 
Oklahoma. Mr. Diamond was formerly 
with the American Service Bureau and 
is well known among claim men. He 


placed in charge 
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has been connected with the claim de- 


partment of the home office of the Fed- | 


eral Life for several months. 


W. L. Crawford has been assigned to | 
take permanent charge of the claim | 
office at Dallas, covering all of Texas. 
VY. J. Connell, who was put in charge of 


that office temporarily when it was first 
opened, has returned to Chicago. 


Expect Big Claim Convention 


Reports received by A. W. 
the Federal Life, secretary of the Inter- 
national Claim Association, indicate that 
the coming convention of that associa- 
tion, to be held in Toronto, Sept. 12-14, 
will be the largest in point 
ance ever held. Mr. Pettit has received 
word from a large number of western 
company men of their intention to attend 
and Thomas F. Hickey of the Metropoli- 
tan Life, a member of the executive com- 
mittee of the association, who was in 
Chicago last week, stated that the east- 
on hand in full 


err contingent will be 
torce, 
Arrangements are being made for all 


those going to Toronto from the central 


Pettit of | 


of attend- | 


| west to assemble in Chicago, where one 
or more special cars will be provided for 
the Claim Association delegation. 


Hurt Repairing Tire; Not in Wreck 


A man injured by a jack when repair- 
ing a tire on his automobile may not lay 
claim to insurance issued under a policy 
of “wrecking or disablement of any 
motor driven vehicle,” it was decided in 
the middle Tennessee court of appeals. 

The decision reversed the lower court, 
and held that the disablement of the car 
had alréady occurred when the plain- 
tiff started to repair the tire. The case 
was that of Walter McBurgess vs. Fed- 
eral Life. 


Announce Colorado Appointment 


J. W. Bain, president of the Equitable 
Life & Casualty of Chicago, is on an 
agency tour of the west and has just 
appointed P. J. Ragooland state agent 
| for Colorado. Mr. Ragooland’s head- 
quarters will be in Denver. Mr. Bain 
went to California from Denver and will 
| return to Chicago about Aug. 6. 











NEWS ABOUT 


LIFE POLICIES 








Policy Literature, Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 








New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Digest’’ and ‘‘Little Gem,”’ Published Annually in May and April respectively. 


Supplementing the “Unique Manual- 














National Life, U. S. A. 


Life U. S. A. has issued 
anew special 20-pay life policy with a 
minimum of $2,000, the rates quoted be- 
ing on the basis of $2,000. The company 
is discontinuing the old 20-payment life 


The National 





lowing rules: 


are changed from one-third of the quar- 


terly rate to 9 percent of the annual 
commission will be paid to 
agents until two monthly premiums 


unless the first monthly 
or more on nonmedical 
more on medical busi- 


have been paid, 
premium is $5 
| business or $9 or 


| rate. No 
| 
| 














Western & Southern Life held a business 


full level premium policy and replacing | ness. When the second monthly pre- 
it with this new special form, the rates | mium is received at the home office 
per $2,000, without disability or double | commissions on the first two months will 
indemnity, being as follows: | be paid, the expense making it possible 
Age Prem. Age Prem. Age (Prem.|to pay commissions on so small a pre- 
. “7 +f sé es = -++$ oy aS I | mium, if the policy lapses at the end 
deoee 39.02 338.... 92.5 of 87. . _ 
17 39.59 34.... 53.63 51. cae | o Se Seek mente. 
18 40.19 35.... 54.79 52..:: 94.30 - 
19 40.81 36. 56.25 63.... 98.15 | i ct 
20. . 41.45 37. 57.79 54. 102.27 | 
21 2:11 38.... 59.39 55.... 106.69 | WITH INDUSTRIAL. ‘MEN 
22 42.81 K 51.03 56 . 110.95 | 
ae 43.53 57 115.51 | 
24 - 44.28 58.... 120.42 
25.... 45.08 59.... 125.69 | Western & Southern News 
Bs. 60.... 131.36 | ‘ - : 
a. 61 ‘ 137.48 | The Western & Southern Life's terri- 
28... 62 . 144.07 | tory of six divisions has now been en- 
3.... 151.19 | larged to seven divisions, including the 
30.. 64 . 158.89 newly created Division G in charge of 
31. 65.... 167.22 | Superintendent Tom Jenkins, formerly 
oomiennumns with the Public Savings Life. E. J. 
: Taylor, who was also with the Public 
Canada Life | Savings, has been assigned as superin- 
The Canada Life has raised its non- | tendent of agencies of Division F, in- 
medical limit to $10,000 from $5,000. The | cluding Missouri and western Illinois. 
increase, however, is subject to the fol- The four Indianapolis offices of the 
| 
| 


medically 
two 


been 
within 


“If the 
examined by 


applicant has 
this company 


years and has not subsequently applied | 


and if the amount 
together 
not ex- 
consider 
form 
appli- 


on a nonmedical form, 
of new insurance applied for, 
with that already in force does 
ceed $20,000, the company will 
new insurance on the nonmedical 
provided the amount of the new 
cation does not exceed $10,000. 

“If the applicant has not been 
cally examined for this company within 
two years, the amount of insurance that 
the company will issue on the nonmedi- 
cal basis in any one year on male lives 
shall be limited to $5,000. The amount 
it will issue in any two years is $7,500 
and in any three or four years, $10,000. 
In no case shall the new insurance ap- 
plied for, together with that already in 
force—medical and nonmedical—exceed 
$15,000." 

The company's 
women is $2,000. 


medi- 


nonmedical limit on 


Northwestern National 


The Northwestern National Life an- | 
nounces that on and after Aug. 12 the 
practice of sending grace notices to 


policyholders on monthly 
cies will be discontinued, 
been found that use of so many notices 
has a tendency to confuse the policy- 
holder. 

The Northwestern National Life has 
announced a liberalization in its monthly 
premium department which it expects 
will open the way to a notable increase 
in this class of business. The company 
has reduced the minimum monthly pre- 
mium from $9 to $2.50 on nonmedical 
business and $5 on medically examined 
business. The monthly premium rates 


premium poli- | 
because it has | 


meeting and banquet there July 22. The 
Indianapolis superintendents, A. W. Kohl- 
staedt, S. E. Johnson, A. W. McGath and 
i Fassino, and their entire staffs of 
assistant superintendents and agents at- 
tended the meeting, as did Superintend- 
ent C. B. Heiser of New Albany. The 
home office was represented by H. Thos. 
Head, director of agencies; Charles M 
Biscay, manager ordinary department; 
W. C. Whitney, superintendent of agen- 
cies of Division D, and J. J. Doyle, pub- 
licity manager. 


Prudential News 


Elihu S. Tuttle, assistant superintend- 
ent of the Prudential operating at New 


London, Conn., since Nov. 7, 1910, has 
been promoted to a superintendency at 


Cambridge, Mass. 

Joseph Kasprzak, former agent in the 
Buffalo No. 5 district, has been promoted 
to the position of assistant superintend- 
ent in the same district. 





Fraternal Case Decided 


In an action between a named benefi- 
heirs of the insured to de- 
termine the right to the proceeds of a 
beneficiary policy, the evi- 
and held sufficient to 
support finding that the named benefi- 
ciary was a dependent of the insured. 
The benefit society alone can raise the 
' objection that the beneficiary designated 
in a certificate does not come within 
| the class who may be designated under 
its by-laws.—Obrist vs. Grand Lodge of 
Kansas. Sup. Ct., Kan. 


fraternal 


| ciary and the 
| 
|; dence examined 





The St. Louis Matual Life of St. Louis, 


| Mo., has been licensed in Illinois. 
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The Doorway 








The Doorway to Opportunity 
Leads to 


Northwestern National Service 


SALARY SAVINGS 
NON-MEDICAL 
SUBSTANDARD SERVICE 
GROUP INSURANCE 

LOW RATIO OF REJECTION 


(less than 2%) 
LIBERAL DISABILITY CLAUSE 
AGE LIMITS 1-65 
BEST INVESTMENT POLICIES 
LOW NET COST 
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Every convenience that modern life insurance 


affords given to agent and policyholder. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 





To Opportunity 

















You are a producer 

You want a REAL job 4 
You believe in yourself 
A friendly interest is needed oe 


Close co-operation is necessary 





if 


Minneapolis.Minn. 
‘Write or wire: S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


Territory does make a difference 




















LIFE INSURANCE EDITION 
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NYLIC INCENTIVES and AIDS TO SUCCESS 








--NYLIC CLUBS-- 


THIRTY YEARS AGO the New York Life 
founded its D. S. O., the $200,000 CLUB, as an 
incentive to Distinguished Service. It also 
provides every candidate with a definite, mini- 
mum, self-imposed task and yard-stick. 

Term insurance does not count. Semi-annual er | 


Quarterly business is credited $500 and $250, per 
$1,000, only as each premium instalment is paid. 













Every year since its foundation this Club has played 
an important part in the growth of hundreds of 
earnest agents. 







Its greatest service has been to inspire average agents to reach, 
and remain on, a plane of success. 


Last year 930 Nylic agents qualified for the $200,000 CLUB 
with a total paid production of over 312 Millions and 236 
of these agents paid for $400,000 or more. 


The CLUB has grown so large that the TOP CLUB, 
requiring a minimum of $400,000, has recently been 
established. 


To those capable of still bigger things the TOP 
CLUB offers another incentive of LEADERSHIP 
with special honor-rewards of the Presidency, 5 Vice- 
Presidencies-At-Large and 12 Departmental Vice- 
Presidencies for those who head the great list. 
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Annual Educational Conferences for Club members 
furnish inspiration as well as practical sales-and-serv- 
ice-information. 


Club membership helps the agent’s mental attitude 
and his professional equipment, while the larger 
production helps his pocketbook. 
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Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satisfied 


and happy? 








New Home Office Building 

vow being erected on the site 

of the famous old Madison 
Square Garden 
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NEW YORK LIFE INSURANCE COMPANY 
346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President 
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OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


Insurance Company 
DENVER, COLORADO 
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NEW YORK Bite = icant known that Dr. C. E. Albright, the peer- | asked about this business and his most 
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Some Statistics on 
Personal Estates 


en people out of a hundred 
probate ] with the 
bequeath to their heirs less than 

ten leave from $500 $1,000 

enty from $1,000 to $2,500: and eigh- 
en from $: 500 to $5,000; about fitteen 
of a eee boa! will leave estates 
valued from $5,000 to fifteen 
ind leave 


s¢ estates arc 


510,000 
their rewar rd 
F10,.000 to 325.000: 


| pass on to 
rctween ve 
| six will leave estates from $25,000 
$50,000; according to figures gatherec 
]1 trade commissions 
was making a survey of nation 


+} fadar 
tiie reaera 


ot twenty-four “sample” counties 


BROKERS ARE OFFERED 
TRIPS FOR PRODUCTION 


LIFE INSURANCE EDITION 
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ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 

















LIFE INSURANCE FOR 
CHILDREN 


Approximately one-third of the 


population of our country is 
made up of children under fifteen 


years of age. 


One-third of the possible pros- 
pects for life insurance in every 
chil- 


community are, therefore, 


dren. 


Royal Union salesmen can write 
children from one day old and up. 


Our Juvenile Contracts go auto- 
matically, without re-examina- 


tion, into full benefit at age five. 
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QUICK PAYMENT LIFE 
HAS CHANGED ITS NAME 


name of the Quick Payment O1 
Lit Life of St. Louis | as been change 
t First National Life of Ameri 
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~|| ROYAL UNION LIFE 
‘|| INSURANCE COMPANY 


| A. C. TUCKER, President 














PURELY MUTUAL 
Company / 


If You Have Knocked 
the ‘‘T”’ Out of “Can't” 


— 
-F 


WE CAN GIVE 


1. You a liberal first year commission. 
2. An unexcelled renewal commission. 
3. Your beneficiary a renewal pension. 
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YOUR OPPORTUNITY 


District Managers—General Agents 
Splendid Inducements 


We've had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program. 

Home Office Cooperation—Up-to-date Policies. 

Operating in Iowa — Minnesota— So. Dakota — 
Nebraska. 

Write us in confidence to see 
Qualifications are Mutual. 


if our desires and 


A Clean Record — Ability — and a willingness to 
work hard are the most essential Qualifications. 


Address B-23, c/o 


THE NATIONAL UNDERWRITER. 














THE NATIONAL 


UNDERWRITER 


July 29, 1927 

















1926 
ANOTHER ONWARD 
MARCH YEAR 




















Total of new Life Insurance issued, 
increased and restored (paid-for) 
for 1926: 


$1 58,331,102 


Last year was the eighth consecutive 
year in which this Company has 
shown a gain in new paid-for 
business over the preceding year. 


Total of life insurance in force on 


December 31, 1926, was: 
$909,479,363 


BANKERS LIFE COMPANY 


GERARD S. NOLLEN, President 
Established 1879 Des Moines, Iowa 



































Builders 
of 
Business 


If you have not used 
Kaufmann Systeman 
Security Holders you 
have a pleasant surprise 
awaiting you. For Kauf- 
mann Wallets will help 
you build business just 
as it is building busi- 
ness for hundreds of 
others. 


The Kaufmann Wallet 
is the best leather con- 
tainer on the market 
designed to provide a 
place for insurance poli- 
cies, bonds and other 
valuable papers. 


Until you have used it 
to deliver those extra 
policies you have not 
made use of the big- 
gest dollar for dollar 
life insurance business 
builder on the market 
today. 


The standard size és $2.25 

and the large size. $3.15. 

Quantity rate gladly fur- 

nished om application. 

Ceher wallets from 65¢ to 
5.00. 


E L. KAUFMANN 


Room 700, Austin Bldg. 
111 W. Jackson Boulevard 
CHICAGO, ILL. 
Telephone Wabash 3933 
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protect Western business ventures— 

aid in buying homes in the Middle 
West— 

provide an income for the aged and 
the widow— 

educate Western children— 

secure for yourself a real Oppor- 


tunity for Service, Profit and a 
Future 


= the KANSAS LIFE 
Insurance Company. Kansas Life agents co- 
operating with this company are successfully 
showing Western citizens the wisdom of Life 
Insurance as an investment. 


If you reside in Kansas, Nebraska, South Da- 
kota, Arkansas, Oklahoma or Texas and are 
at present unattached, we have an agency con- 
tract that will be of interest to you. Write us 
fully about your qualifications. 


Ghe 
KANSAS LIFE 


Insurance Company 


of TOPEKA 
ANSAS 











Phillips Brooks said-- 


“He who helps a child, helps human- 
ity with an immediateness which no 
other help given to human creature 
in any other stage of human life can 
possibly give again.” 


Is there a way in which we can help a child 
more than by making his education possible or 
providing the funds to give him the proper 
start in life when he must shift for himself? 


Mutual Trust’s complete line of Juvenile poli- 
cies makes it possible for its agents to help 
make the “kiddies” of today, the leaders of to- 
morrow. 


Carl A. Peterson, Vice-President 
A. E. Wilder, Director of Agencies 


Mutual Trust 


LIFE INSURANCE er! 


~ EDWIN A. OLSON, President 
a 77 West Washington Street 
f CHICAGO, ILLINOIS 
Ens CAs Faithful as OLD FAITHFUL” 
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. S hi P hi ] get nterview because the prospect | is not much practical difference between 
Pointers on Selling Partnership Insurance thinks he already knows the whole|a corporation and a partnership, al 
e ° story though there is a legal difference The 
Are Given in Address by A. B. Dygert he first big thing is to headline | practical problems of settling an es 
your tervie\ roperly,” Mr, Dygert | tat interest in a corporation are vir 
N h M | A M sal I he statement a certa sales tually the same as settling an estate's 
to iNorthwestern [Viutual Agency IVIEN manager made several months ago that | interest in a partnership 
most salesme1 re news items wit it Seldom is an investment in a going 
1i1E most difficult thing about sell- | pany, introduces himself as a represen- | headlines’ may probably have been overt usiness a proper place for the funds of 
7 Ing partnershiy insurance is not | tative of the trust company coming 1” | stated but it is a good | nt 1 partner an estat If it is not good for an es 
the presentation of it but being able | jor the purpose of discussing the distri ship insurance Use a g 1 headline | tate t it its money into a going busi- 
to get a favorable hearing according to | bution of the man’s estate, the making | and troduce the subject so that a man | ness then it is not good for an estate 
Andrew B. Dygert, agent for the North- ut of his will, and the execution of such | will feel that he is getting some new | to keep its money there Most men 
western Mutual Life at Minneapolis, | trust agreements as may be necessary. | information. News is always interesting elieve that a partnership or stock in 
who talked on “Partnership Insurance” | When he comes to the man’s business in- | | picked up an expression second-hand | terest in a business is not a good invest 
at the agency convention of the com-|terests he simply asks him what he | that I have found gets good attention ment for an estate’s money Most of 
pany in Milwaukee this week. Mr. Dy wants done with his interest in the busi Liquidation Insurance.’ Ask a man |them believe that it is not good for a 
gert said that in a conversation with | ness, whether he wants his wife or chil what consideration he has given to | survivor to deal with an estate as a part 
an officer of a Chicago trust company | dren to be interested in it or would he idation insurance u! he wants t owner,” 
recently he was Ziven a tip on how to rather have it sold out at the time ot know what it is. a i then vou have \v > . 
secure a hearing. This officer told Mr. | his death. pportunity to tell the st Life Insurance Will Save 
Dygert that he had had very good suc- } The usual reply is that he would like an . Business Wrecks 
weeps here 7 a ee ee oan . “9 Hes aie arse’ Is Line With Dual ie oe a ‘ ; ae Pe 
cess mm putting into effect trust agres o Rave his mterest sold, but that ‘ a - : Mr, Dygert illustrated a partnershy 
ments to buy out partnership and stock | market for such a business is limite: Contact In Approach with a diagram explaining that the part 
interests in business. He made the | and he does not know just how to ar “Partnership insurance ts a business | nership is going along fine, making 
pomt that he believed the reason the range it rhe trust company ficial that s uld not | Spx alized 1 lt I me and each partner ts contribut 
insurance man does not get as mu hen suggests that he sell it to his part deals wit more tha e hte and ts ne t the wealth and earning power 
interest in the subject of part nership ner Phus the official has a good oppor consequently bound to have more disaj] These earnings will go along well until 
insurance as the trust company official | tunity to explain the workings of part- | pointments becaus fd nations and | something comes up and eventually one 
is that the insurance man does not have | nership insurance When brought up ecause it is harder to s t\ r more j@partner will either die or sell out Phe 
a chance to get started. in this manner, partnership imsurancs ( le than it is one, surviving partner is faced with the pos 
Trust Officer Gets Results discussions with a prospect receives a se U1 ler the subj ; ty artnersni ! s bility ‘ i coon the results ot a lite 
From Approach good hearing . . surance, | idle a surance that ts | \ k wrecked n such a case he must 
P Che insurance man would headline 5 | inten«c t ] out i ti il interests | dig up the money to buy out the estat 
This trust company official, in solicit- | canvas as “Partnership Insurance,” M1 n business whether th isine is a| form a new partnership with some one 
ing this type of business for his com- | Dygert said, and would perhaps not even ‘ partnership, trust, o1 poratior Chere ' trom the outside, take in the repre 











Increased | How do you play 


Insurance? 


| 
On July 1, 1927, the Midland Mutual Life in — - | 
creased its interest rate on dividends left to accu EVERY now and then, we hear some “man on the | 





mulate from 414% to 434%. street’’ remark that he is “in the life insurance 
Bi) - — game now.” 
rhe interest rate on policy proceeds was also in- J 


creased from 434% to 5‘ 


| 
WHICH probably means that he doesn’t know | 
AN EXTRA DIVIDEND TO POLICYHOLD whether he is going to win or lose, but he is 
ERS is also payable between July 1, 1927, and June willing to pick up a rate book and give it a whirl. | 

| 


30, 1928. 
. int AND it surely is a game if all you have is a rate 
Midland policyholders are always assured ot hool , 
“Mm : an ° PD 7 A WOOK 
Performances in [excess of Promises 
Opportunities to build a future and a fortune BUT add to it a generous quantity of Aetna sales | 
for yourself as General Agent in iho and Whatley cooperation and you have a 
ior ¢ life insurance business—a good business. 
Illinois New Jersey i 
Michig Vi ne agg ANY one of our men will tell you that the business 
Sichigan irgink , . 
Sit wir gr idea has much greater endurance and is a lot 
Pennsvivania West Virginia , - . : 
sis more enjoyable than a short-winded frolic. 
California 


Address J. A. Hawkins, Manager of Agencies 
| ania . ft wR A Toe eS 


] f 


THE MIDLAND MUTUAL ion Lote Diesen Coos 
LIFE INSURANCE CO. aa so | 


COLUMBUS, OHIO 230 S. Clark St. . Chicago, Ill. 
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ACTUARIES | 





CALIFORNIA 





Barrett N. COATES 


Cones Tae 
354 Pine Street - ~- San Francisco 





ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
160 N. La Salle St. 
Telephone 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
29 South La Salle Street, Chicago 
Life Insurance Accountants 
Statisticians 


NEW YORK 





ecodward, Fondiller and Ryan 
Consulting Actuaries 

Actuarial Service in all branches of In- 
surance and for Pension Funds — Examina- 
tions and Appraisals—Statistical Service and 
Installations — Companies and Associations 
managed under contract — Office Systems and 
Reorganizations — Insurance Accounting and 


Auditing. 
75 Fultom Street New York 











OKLAHOMA 


J. McCOMB 
e COUNSELOR AT LAW 
CONSULTING ACTUARY 





Premiums, Reserves, Surrender 
Values, etc., Calculated. Valuations 
and Examinations Made. Policies 


and all Life Insurance Forms Pre- 
pared. The Law of Insurance a 


Specialty. 
Colcord Bldg. OKLAHOMA CITY 











NATIONAL 














H. NITCHIE 
° ACTUARY 
1523 Assn. Bldg. 19 S. La Salle-St. 
Telephone State 4992 CHICAGO 











INDIANA 





AIGHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha, Denver, Des Moines 











H ARRY C. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 











IOWA 





L. MARSHALL 
*CONSULTING ACTUARY 
Hubbell Building 
DES MOINES, IOWA 








MISSOURI 





OHN E. HIGDON 
ACTUARY 
224 Argyle Bidg., Kansas City, Mo. 








A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 








NEW YORK 





Mi M. Dawson & Son 
CONSULTING 
ACTUARIES 


3% W. 44th St. New York City 


























(CONT'D FROM PRECEDING PAGE) 
sentatives of the estate as partners, or 
wind up the affairs of the business. 

He said that in very few cases would 
the estate be permitted to enter into 
such a partnership. If it did however, 
the logical conclusion would be that the 
business would be entirely owned by 
estates and instead of keeping the own- 
ership in the hands of a few as it stands 
today, a situation that is responsible 
for its success, the business is scattered 
among many heirs, if in fact, it is not 
immediately discontinued and broken up. 


No Profits When 
Controlled by Estate 


The partners are the ones who are 
earning the profits today, but it is very 
doubtful if the business will earn money 
when it is controlled and owned by es- 
tates. 

Mr. Dygert then illustrated a partner- 
ship where a plan of liquidation insur- 
ance has been set up, taking 2, 3, 4, or 
5 percent annually or whatever it takes. 
The outcome is that at the time one of 
them dies, the value of the investment 
is automatically cashed out, the estate 
is paid in full for its interest in the busi- 
ness and the survivor is left undisturbed. 
There is a recovery of capital and pro- 
tection against shrinkage and _ loss. 

The protection of the business for the 
future has been made possible through 
partnership insurance, the factors that 
have proved to have no capacity to op- 
erate a going business under present 
competitive conditions. Future argu- 
ments have been eliminated as have mis- 
understandings, by the creation of a plan 
in advance of valuing the partner's in- 
terests. 


Controversy, Litigation, 

Disaster Are Eliminated 

Controversy and litigation have been 
eliminated by the setting up of a plan 
that provides the money to buy out the 
interest of the deceased partner. The 
future of the remaining partner has been 
protected in the business by leaving him 
sole owner. 

To take care of the sudden disaster in 
the management of a company or bust- 
ness firm, insurance must be called in 
and it must be charged off the same as 
operating expenses and capital or fixed 
and current assets are charged off by the 
accounting department. 

“Management is responsible for the 
profits of the business and at a determin- 
able time in the future its value will be 
gone as old age and the consequent 
inactivity destroys its usefulness. If the 
business wants to keep the value of its 
earning power intact it must charge off 
the effect of this shrinkage in usefulness. 
If it wants to retire the investments of 
its principals at the time they are taken 
out of-the business it must charge off 
an adequate annual percentage so that 
the money will be on hand. 

“Insurance must be called in to meet 





UNDERWRITER 


the effect of 
bargain any more than it is a bargain to | 
set up a reserve or a depreciation ac- 
count and carry fire insurance 
the loss of capital. It is just good busi- 
ness and sound accounting. The whole 
effect of such a plan is that by recogniz- 
ing losses and reducing them to current 
expense, profits are not taken until they 
are earned. 

“These losses all take place. 
wears out. The investment of estates 
must be liquidated in favor of active 
managers. These future demands for 
capital represent notes with definite due 
dates and which may become demand 
notes in case of disaster. Charging 
them off does not change the situation 
any. It only makes the ledger entries 
agree with the facts. Insurance is car- 
ried on a plant whether the firm has 
a fire policy or not. The only difference 


Property 


is, that if there is no policy then the 
firm itself carries the insurance. De: 
preciation takes place whether or not 


an account is set up for it on the books. 
Books are supposed to show the value 
of investments, but they are simply 
paper with marks on them unless allow- 
ance is made for losses. 


Noted Credit Man Gives 
Good Suggestion 


“J. H. Tregoe, for years manager of 
the National Association of Credit Men, 
said, ‘Bankruptcy comes as the result of 
a showdown. A _ business that goes 
along and pays dividends out of capital 
is postively and certainly approaching 
bankruptcy. A business that credits sur- 
plus without making a proper entry for 
depreciation is just kidding itself. The 
business that charges off losses is ready 
for the showdown all the time. It is 
facing the facts and is ready to lay its 
cards on the table anytime the hand is 


against | 


sudden disaster. It is no | just 





called. It can always cash out on the 
basis of today’s balance sheet. 
“When a partner dies just such a | 


showdown is called for. Creditors and 
heirs both come in with immediate de- 
mands. The cash is on hand if the 
situation has been foreseen. Isn't that 
better than depending upon some for- 
tunate circumstance? Proper account- 
ing does not change an economic law. 
But proper accounting will 
management advised of the 
that economic law and 
charge 
when a ware is paid, 
credited, it is a true —. 

“Overhead is made to carry legitimate 
costs, and prices, volume and other fac- 
tors that affect profits, are made to ad- 


expenses into overhead so that | 
or surplus ts | 


keep the | 
workings of | 
enable it to | 


; expense account. 
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themselves to the true situation. 
Cost finding and cost keeping is not for 
information just for information's sake, 
but so that steps may be taken to either 
reduce Costs or to so price merchandise 
or increase volume to make a profit in 
spite of cost. Future losses in manage- 
ment are a legitimate charge against 
today’s overhead. 


“Partnership insurance simply means 
looking the facts square in the face and 
putting today’s expenses into today’s 


Should the partnership 
do the farsighted thing, or should it 
put its dependence in whatever a com- 


bination of circumstances may bring 
forth?” 
Commissions Are Reduced 
The John Hancock Mutual Life has 


reduced the first year commission on the 
modified life policy to 40 percent. The 
commission on the increase of premium 
at the sixth year will be 50 percent, and 
no change has been made in renewal 
commissions. The reduction is identical 
with the reduction on this policy which 
already hz ad been made by other com- 
panies writing the form. 





A 
GENERAL AGENT 
for 
CHICAGO 
WANTED 


A low net cost, middle west- 
ern life insurance company 
desires a man to develop CHI- 
CAGO under a most attrac- 
tive general agency contract. 


If vou believe you are capable 
of developing and building a 
general agency in 
prefer quality to 
quantity and solidity to un- 
certainty—YOU may be just 
the man we are looking for. 
Address, in perfect confidence, 
B61, care of the National Un- 


derwriter, Chicago. 


successful 
Chicago - 














of Western Supervisor. 


writer. 





Wanted—A Supervisor 


Officials of an Eastern Company are in Chicago now 
interviewing applicants for the recently created position 


The man selected will make his headquarters in Chicago 
or Kansas City. He must have a successful record as a 
personal producer and as a supervisor of men. 
possess initiative and the ability to work in close harmony 
with the managers and agents under his supervision. 


If you think you possess the necessary qualifications and 
are desirous of making an unusual connection, write or 
wire immediately to B57, in care of The National Under- 


He must 

















Incorporated 1871 


JOHN G. WALKER 
Chairman of the Board 





The Life Insurance Company of Virginia 


Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 


Richmond, Virginia 


BRADFORD H. WALKER | 
President 
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Consider this Contract 


You can read in it satisfaction for your 
policyholders, and for yourself the assur- 


ance of a contented clientele. Look over 
and compare these terms: 
Any natural death ..........+.5++ $ 5,000 
Any accidental death ............ 10,900 
Certain accidental deaths......... 15,00 
Accident benefits ........ $50 per WEEK 
(Non-cancellable) 
Also Disability Income, W awer 
of Premiums, etc 





ALL IN ONE POLICY 











Because your prospect quickly sees its advan- 
tages, we have named this broad United Life con- 
tract “A Policy You Can Sell.” In assuring your 
clientele’s future, it also assures yours. 


There may be an opportunity in your community. 
If so, our Vice President, Eugene E. Reed, will 
tell you all about it. Write him direct—and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 


Concord 


= 8 


Inquire! 


New Hampshire 


| 
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The Gem City Life 


Insurance Company 
of Dayton, Ohio 


TAKES PRIDE IN THE PROGRESS SHOWN 
DURING THE PAST TEN YEARS. 


Ascots omy Force 
December 31, 1916. $182,695.00 $2,037,804 
December 31, 1917. $202,541.00 $2,431,131 
December 31, 1918. $243,793.00 $2,576,086 
December 31, 1919. $297,404.00 $3,245,516 
December 31, 1920. $371,547.61 $3,922,631 
December 31, 1921. $455,918.00 $5,140,458 
December 31, 1922. $663,517.08 $7,063,414 
December 31, 1923. $835,784.21 $9,320,412 
December 31, 1924 $965,486.28 $14,412,640 
December 31, 1925. $1,115,110.24 $16,822,656 


Decemter si, 905. $1,306,072.34 $20,084,488 


= The company is issuing all standard and some special forms of par- 
ticipating and non-participating legal reserve life and endowment in- 
surance, and many forms of group insurance, as well as many attractive 
kinds of accident and health policies. 





The Gem City Life is an ideal organization in which you will find 
all the good things you have been seeking in a company. 


General Agency Openings in West a Georgia, 
Louisiana, Ohio, Michigan and District of Columb 


I. A. MORRISSETT, Vice-President 


Alabama, 
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GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down—not out. 








When certain laudable results are 
obtained in any line of business, there 
must be a reason for them. 


You ask what is the reason for our 
success? It is the result of persistent 
effort—PLUS. If you, Mr. Agent, 
are interested enough to wish to know 
what the word “PLUS” implies in 
this connection, write me and I'll tell 
vou. 


A. E. JOHNSON, AGENCY MANAGER 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 


202 South State Street 
Chicago, IIl. 














Builders 


Our pal strong point is 
the to give a service which 


will be appreciated by our own 
staff and respected by others. 


Operating in the States of 


Texas and Oklahoma, the 
“yt — is able to render 
service to 

ea gh. is wnbeatable. 
= — policy 

~~ 


yo A... te ious @ 
ability. 


Our records show that es 
have been issued on of 
within three 


Swece ce 





HOME OFFICE 
FP. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistret Tom Poynor 
Preeidest View President 



































European farmers, such as Rosa Bonheur 
depicts in her famous painting, “ Plowing 
the Nivernais,” frequently achieve a far 
greater yield per acre than the average 
American farm, in spite of their lack of 
modern equipment. The secret of their suc- 
cess is intensive cultivation. 





INTENSIVE 
CULTIVATION 


It is not alone the number of policyholders on 
your books that determines your premium in- 
come. It is the degree to which each policy- 
holder is cultivated. The amounts of insurance 
that each carries with you; the number of lines 
that each has been sold by you. F 


Unlike the European peasants, circumstances 
do not limit the size of your “farm’’ when you 
represent The Travelers. The number of per- 
sons needing automobile, burglary, accident, life 
and fire insurance greatly exceeds the number 
now insured. Your profits will be greater, how- 


ever ; your clients will be better satisfied and your 
business will be of a higher quality, if you limit 
your clientele to a number that you can properly 
care for, and take care to see that all of the 
insurance needs of each one of them are fully and 
properly cared for. 


Intensive cultivation properly applied to your 


work manifests itself in many ways—-sometimes 
unusual ways. It is a fact that some of the 
biggest Travelers accounts of today were written 
as a result of some small beginning. 


Recent evidence of how “repeat” business 
grows and sticks is indicated in the case of one 
Travelers representative who wrote 105 policies 


with premiums totalling almost $7,000 as a result 
of one lead. Another case shows a Travelers 
man wrote 63 policies all on members of one 
family with a sum total premium volume of 
$4,700. Both became big because of intelligent 
and persistent cultivation. 


The small cultivator of today has within him- 
self the ability to become the large cultivator of 
tomorrow. It’s not the area or population of 
your territory that counts, but rather the pre- 
mium volume you produce through close and 
continuous cultivation of the most promising 
prospects in your territory. 


Back of the individual’s energy and industry 
is the modern equipment offered by The Trav- 
elers. This tangible help takes the form of 
Travelers intensive training, a claim service 
always prepared to render thoughtful and con- 
siderate service and policy contracts that are 
liberal and clearly understandable. 


Intensively cultivating your particular ground 
is one of the most important phases of capi- 
talizing your efforts. It is a sure way of making 
the most of your many opportunities with the 
largest multiple-line insurance company in the 
world. 


THE TRAVELERS 


Tue Travecers Insurance Company 


LIFE 


Hartford, 


ACCIDENT 


LIABILITY, HEALTH, AUTOMOBILE, STEAM BOILER, COMPENSATION, 


Tue Travecers Inpemniry Company 
L. F. BUTLER, PRESIDENT FIRE 


OUP, BURGLARY, 


Tue TRAVELERS Fire INsurANcE Company 


Connecticut WINDSTORM 


PLATE GLASS, AIRCRAFT, MACHINERY, INLAND MARINE 
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